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SANBORN MAP CO. 
OFFERS TO BUY 
MORRISON MAP CO. 


Proposition Under Consideration And 
Map Controversy Now Regarded 
as Practically Over 





COMMITTEE OF SEVEN ASKED 


Colonel Wray Given Ten Minutes to 
Tell What He Knows of Map 
Situation 








The map controversy, which for a 
time divided underwriters and which 
reached its crisis when the Morrison 
Map Company was formed in an effort 
to replace the bulky map system of the 
Sanborn Map Company, has practically 
been settled. The Sanborn Map Com- 
pany has made an offer to buy the Mor- 
rison Map Company, which is now 
under consideration. The offer does not 
include taking over Mr. Morrison, but 
he will probably be cared for in some 
other manner, but not. by the Sanborn 
Map Co. 

At the meeting of the National Board 
of Fire Underwriters last week the 
recommendations of the maps special 
committee, the chairman of which is 
Cc. A. Ludlum, vice-president of the 
Home, were adopted. These recommen- 
dations made provision for a standing 
committee of seven to handle the map 
situation and also provided that three 
names be submitted to the Sanborn Map 
Company by the National Board of Fire 
Underwriters, one of whom would serve 
as a director of the Sanborn Map Com- 
pany. This is now agreeable to the 
Sanborn Map Company. 

Wray’s Attack on Sanborn System 

Colonel H. W. Wray, formerly United 
States manager of the Commercial 
Union, who is reported to have ad- 
vanced about $20,000 of his own funds 
in an attempt to substitute in fire insur- 
ance offices some other system than the 
Sanborn, waited patiently for the sub- 
ject of maps to come up. In his pocket 
he had considerable data which he had 
prepared. Colonel Wray, who is an hon- 
orary member of the National Board, 
asked if he could not make an address 
to the meeting. He was given ten min- 
utes. Immediately he launched into an 
assault on the Sanborn style of map- 
ping, which he alleged to be expensive, 
and he went into some detail regarding 
correction slips which, he said, were 
being made by the thousands and often 
unnecessarily. He criticized the re- 
survey that was made of Los Angeles, 
and said there was considerable waste 
of which the busy executives knew noth- 


(Continued on page 24) 
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First British Insurance Office Established in United States A. D. 1804 


PHCENIX 


ASSURANCE COMPANY LT® OF LONDON 


(ESTABLISHED 1782) 


_ A Corporation which has stood the test of time! 
140 YEARS of successful business operation. World- 


wide interests. Absolute security. Excellent service 
and facilities. 


UNITED STATES HEAD OFFICE 
100 WILLIAM STREET, NEW YORK CITY 








PERCIVAL BERESFORD, U. S. Manager 














“The Goodwill of our Agency Force— 
Our Greatest Asset” 





COMMERCIAL UNION FIRE INSURANCE CO. 
114 Fifth Avenue, New York 


New York, Chicago, Denver, Dallas, Atlanta 























1867 1922 


EQUITABLE LIFE 


Insurance Company 
OF IOWA 


Results of 1921 


Insurance in Force..............-$286,934,616.49 
Admitted Assets .................-$ 39,234,839.04 
Ratio of Actual to Expected Mor- 
GD 6cccenesawicecwsassssedas 34.7% 
68% of all business written since organization 
still in force. 


For information regarding Agencies 


Address: Home Office, Des Moines 

















DISABILITY IN LIFE 
POLICIES TAXABLE, 
TREASURY RULES 


Single Policy Containing Both Life and 
Casualty Features Taxable on 
Each 








OPINION OF U. S. SOLICITOR 





Double, Total and Permanent Indem- 
nity Are Insurance Against Special 
Hazards, He Says 





Carl A. Mapes, solicitor of internal 
revenue, has ruled that a single policy 
of insurance containing both life and 
casualty features is taxable on each 
feature; the nature of the insurance 
provided, and not the principal insur- 
ance in the contract, determines the 
amount and character of the tax. 

Double indemnity insurance and total 
and permanent disability insurance are 
insurance against special hazards and 
are essentially casualty insurance and 
{axable as such. The fact that these 
casualty features are carried in a policy 


which is primarily one of life insurance 
does not prevent them from being taxed 
2s casualty insurance under the appro- 
priate subdivisions of the act. 

The Decision 


The decision of Mr. Mapes follows: 

The specimen Twenty Payment life 
policy issued by the M, Life Insurance 
Company may be considered as typical 
of the several policies submitted. The 
main instrument, i. e., the policy itself, 
is of the ordinary form. There has been 
attached, however, a “permanent dis- 
ability rider” and a “double indemnity 
rider,” which riders are attached to and 
made part of the main instrument, 

The permanent disability provides 
substantially that if after one year’s 
premium has been paid and before the 
insured has altained the age of 60 years 
he becomes wholly disabled from bodily 
injury or disease the company will 
waive payment of the premiums there- 
after to become due and will pay to the 
insured a stipulated amount per month 
during the period of such permanent 
or total disability. In the case of a pol- 
icy with a face value of $10,000, a pay- 
ment of $100 per month during the 
period of disability is made, and in addi- 
tion thereto the premiums thereafter 
due under the policy are waived. 

The double indemnity benefit rider 
recites that the company will pay dou- 
ble the face amount of the policy to the 
named beneficiary if before the insured 
has reached the age of 60 years he dies 
as a result of bodily injuries caused by 
external violent and accidental means. 

The M. Lite Insurance Company 
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charges to write a $10,000 ordinary life 
annual dividend policy at age 35, with 
total disability and double indemnity 
features, $308. Th: rate of a Twenty 
Payment life with both riders attached 
is $407. Of the above amount of pre- 
mium, $2 per thousand is for the double 
indemnity feature and $2.10 per thou- 
sand is for the disability benefit rider. 
The rate for these features varies ac- 
cording to the age of the policyholder at 
the date of issuing the policy, 


Section 503 


The question for determination is the 
proper method of computing the tax on 
a policy of insurance such as herein- 
before described, 

Section 503 of the Revenue Act of 
1918, so far as applicable, reads as fol- 
lows: 


(a) Life insurance: A tax equivalent to 8 
cents on each $100 or fractional part thereof of 
the amount for which any life is insured under 
any policy of insurance, or other instrument, 
by whatever name the same is called: Pro- 
vided, That on all policies for life insurance 
only by which a life is insured not in excess 
of $500, issued on the industrial or weekly or 
monthly payment plan of insurance,-+the tax 
shall be 40 per centum of the amount of the 
first weekly premium or 20 per centum of the 
amount of the first monthly premium, as the 
case may be: Provided further, That on poli- 
cies of group life insurance, covering groups 
of not less than twenty-five lives in the employ 
of the same person, for the benefit of persons 
other than the employer, the tax shall be 
equivalent to 4 cents on each $100 of the aggre- 
gate amount for which the group policy is issued 
and of any net increase in the amount of the 
insurance under such policy. And _ provided 
further, That on all policies covering life, 
health and accident insurance combined in one 
policy by which a life is insured not in excess 
of $500, issued on the industrial, or weekly or 
monthly payment plan of insurance, the tax 
shall be 40 per centum of the amount of the 
first weekly premium or 20 per centum of the 
amount of the first monthly premium, as the 
case may be; 

(c) Casualty insurances A tax equivalent to 
i cent on each dollar or fractional part thereof 
of the premium charged under each policy of 
insurance or obligation of the nature of in- 
demnity for loss, damage, or liability (except 
bonds and policies taxable under subdivision 2 
of schedule A of Title XI) issued or executed 
or renewed by any person transacting the busi- 
ness of employer's liability, workmen’s com- 
pensation, accident, health, tornado, plate 
glass, steam boiler, elevator, burglary, auto- 
matic sprinkler, automobile, or other branch of 
insurance (except life insurance, and insurance 
described and taxed ir the preceding sub- 
division): Provided, That in case of policies 
of insurance issued on the industrial or weekly 
or monthly payment plan the tax shall be 40 
per centum of the amount of the first weekly 
premium or 20 per centum of the amount of the 
first monthly premium, as the case may be; 


Article 9 of Regulations 58 reads as 
follows: 


Art. 9. Computation of tax.—The tax is 
equivalent to 8 cents on each $100 or fractional 
part thereof of the amount for which any life 
is insured under any policy of insurance. The 
amount for which any life is insured * * * 
is the amount to be paid in case of death at 
any time from any ordinary cause regardless 
of special contingencies. 


Life insurance has been defined as 
“a contract dependent upon human life, 
whereby one for a consideration agrees 
to pay to another a certain sum of 
money on the happening of a given con- 
tingency or upon determination of a 
specified period.” (Joyce on Insurance, 
second edition, sec. 7.) In the case of 
Ritter vs. Mutual Life Insurance (169 
U. S., 139, 151) the Supreme Court of 
the United States in speaking of life 
insurance states: 


Life insurance imports a mutual agreement, 
whereby the insurer, in consideration of the 
payment by the assured of a named sum an- 
nually or at certain times, stipulates to pay 
a larger sum at the death of the assured. The 
company takes into consideration, among other 
things, the age and health of the parents and 
relatives of the applicant for insurance, to- 
gether with his own age, course of life, habits 
and present physical condition; and the pre- 
mium exacted from the assured is determined 
by the probable duration of his life, calculated 
upon the basis of past experiences in the busi- 
ness of insurance. The results of that experi- 
ence are disclosed by standard life and annuity 
tables showing at any age the probable dura- 
tion of life. These tables are deemed of such 
value that they may be admitted in evidence 
for the purpose of assisting the jury in an 
action for personal injury, in which it is neces- 
sary to ascertain the compensation the plaintiff 
is entitled to recover for the loss of what he 
might have earned in his trade or profession 
but for such injury. (Vicksburg & Meridian 
Railroad vs. Putnam, 118 U. S., 545, 554.) 


In the same case the court states: 
“Death, the risk of life insurance, the 
event upon which the insurance money 
is payable, is certain of occurrence; the 
uncertainty of the time of its occurrence 
is the material element and considera- 
tion of the contract.” 


Insures Against Death 


It will thus be seen that the life in- 
surance policy insures against an event 
certain, to-wit, death. A fire or casualty 
contract, however, is essentially differ- 
ent. It is insurance against events 
which may or may not occur. The life 
insurance premium is based upon the 
certainty of the event insured against; 
the premium in fire and casualty insur- 
ance-is based upon the average of prob- 
able events insured against. The life 
insurance contract is based upon the 
expectation of the life insured. The 
casualty policy takes no account of the 
life expectancy of the insured, but con- 
siders only the specific hazard insured 
against, 

The position assumed in the brief by 
counsel for the insurance companies is 
that Congress has, for the purpose of 
taxation, classified insurance as of three 


kinds, viz.: (1) life; (2) marine and 
fire; and (3) casualty, and that the 
principal character of the insurance 


contained in a single policy determines 
its classification. Thus, the inclusion in 
a. policy of life insurance of a double 
indemnity and total disability feature 
would not change the policy from that 
of being strictly one of life insurance 
and taxable only under subdivision (a) 
of section 503. In support of this posi- 
tion, it is urged that policies of life 
insurance containing these features 
were treated and characterized as _ poli- 
cies of life insurance only and that Con- 
gress, in enacting a tax on life insurance 
at a higher rate than on casualty insur- 
ance, recognized the fact that life insur- 
ance policies at times contained these 
additional features. 

By a reference to the sections of the 
act quoted above, it will be seen that 
life insurance is taxed on the amount 
for which any life is insured, while the 
tax on casualty insurance is based on 
the amount of the premium charged. It 
is the essential character of the insur- 
ance issued rather than the general 
character of the policy in which it is 
contained which determines its taxa- 
bility. There is nothing in the taxing 
acts to prevent the application of sub- 
divisions (a) and (c) in section 503 to 
both life and casualty insurance when 
included in a single policy. The argu- 
ment that the principal character of 
the insurance written in a given instru- 
ment is the only insurance that may be 
taxed and that benefits of a different 
character, though charged for may not 
be taxed, is one the soundness of which 
does not impress this office, and in fact 
from the very beginning has been re- 
jected by the bureau. 


Law Opinions 


In this connection attention is invited 
to Law Opinion No, 269 (not published), 
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New England Mutual Life 
Insurance Company 


| Boston, Massachusetts 





New Insurance Paid-for, 1921 
Gain in Insurance-in-Force’ - 
Total Insurance-in-Force’~ - 





New England Agents Write Persistent Business 





$82,072,020 
48,641,846 
- 609,415,082 




















Des Moines, Iowa 


BANKERS LIFE COMPANY LEADS 
ENTIRE UNITED STATES 


The Only Life Insurance Company in America, writing 
$100,000,000 a year or more, to show a gain over 1920. 
(Excluding companies writing industrial insurance) 


Paid-for business for 1921 (Issued, increased 
SS .,  —rererrrrr rrr 
Paid-for business for 1920 (Issued, increased 
OU COMRONGE) aac iis dv vice ccecrcecvees eds 
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Bankers Life Company 


95,000,000 


Geo. Kuhns, Pres. 
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dated February 18, 1918, wherein it was 
stated: 


In applying section 504 to these policies, how 
ever, it is impossible to disregard the fact that 
in every such policy there are two separate 
and distinct contracts for separate and distinct 
kinds of insurance; one for life insurance, in 
a stipulated amount and at a stipulated sep- 
arate cost, and the other for health and acci- 
dent insurance, in a stipulated amount and at 


a stipulated cost. The contract for life insur 
ance contained in such a_ policy might be 
written in a separate instrument or policy 


and is in itself “a policy for life insurance 
only” within the meaning of the proviso of 
section 504(a), even though combined in one 
instrument or policy with a contract or policy 
for health and accident insurance. 

In Law Opinion No. 433 (not pub- 
lished), dated March 18, 1918, there 
were under consideration several poli- 
cies of insurance. Policy “A” provided 
indemnity for sickness amd accidents 
and paid $200 for accidental death and 
$100 for natural death. It appears that 
80% of the premium was for the cas- 
ualty feature and 20% for the life fea- 
ture. The opinion in discussing this 
policy stated as follows: 
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fillment of individual needs. 








THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


The progress of this Company for more than seventy- 
five years has been accomplished on the basis of true mutual- 
ity and the broad principle of the most complete and perfect 
life insurance protection possible. 

Through the medium of individual service of a high 
character, “Public Demand” has been interpreted as the ful- 


Connecticut Mutual life insurance protection is complete 
and satisfactory; specifically adapted to particular needs. 


Connecticut 


1922 
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Policy A contains two contracts in one policy. 
In the case of the life contract, which is not 
on the weekly-payment plan, the tax is 8 cents 
on each $100 or fractional part thereof of the 
normal amount for which the life is insured, to- 
wit, $100. The life can not unqualifiedly be 
said to be insured for $200 or for $125 or $150, 
because the mn of such sums is required 
only upon the happening of a contingency, and 
not in the event of death at any time from any 
ordinary cause. In the case of the casualty 
contract the tax is 1 cent on each dollar or 
fractional part thereof of the total casualty 
premium charged, which is 80 per cent of the 
combined premium. 

There is no doubt a certain overlap- 
ping in the case of life and casualty 
insurance, but by bearing in mind the 
general nature and characteristics of 
each kind of insurance it is believed 
that its taxability in any given case may 
be readily determined, Having this in 
mind, we proceed with a consideration 
of the policy in question. It is evident 
on its face that the policy provides 
for both life and casualty insurance. 
The principal feature is, of course, that 
of life insurance, but the casualty fea- 
tures are of substantial importance and 
a fee, though small, is charged for the 
benefits so provided. It is true that the 
nature of the contingencies upon the 
happening of which the insured _ be- 
comes entitled to the disability clause 
reduces the company’s chances of lia- 
bility to the minimum when compared 
with the same elements of the life in- 
surance clause. Still this provision 
forms a material part of the policy. As 
set forth above, it provides in the case 
of a policy of the face value of $10,000 
for a payment of $100 each month dur- 
ing the period of disability in addition 
to the waiver of the payment of the pre- 
miums thereafter due under said policy. 
Disability insurance is essentially cas- 
ualty insurance and has none of the 
elements of what is ordinarily known 


and considered as life insurance. It is 
insurance against a special hazard 


which may or may not occur. As set 
forth above, there is nothing in the 
taxing acts to prevent the application 
of the tax imposed by paragraph (c) 
of section 503 to this provision of the 
policy, even though the disability insur- 
ance be incorporated in what is  pri- 
marily a life insurance policy. The 
amount charged as premium for the dis- 
ability rider, to-wit, $2.10 per thousand, 
is therefore taxable at the rate of 1 cent 
on each dollar or fractional part thereof 
of the premium charged. 
Double Indemnity 
The only other question left is as to 
(Continued on page 31) 
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To Take Up to $10,000 
Without Examination 


JUNE OFFER OF TRAVELERS 





New Medical Examination Will Be 
Called for Only Where Personal 
or Family History Has 
Material Change 





The Travelers has caused quite a 
stir among life insurance companies by 
announcing for the month of June that 
it will accept life insurance under cer- 
tain conditions and up to $10,000 with- 
out new medical examination except 
where there are material changes in 
personal or family history of applicants. 
In a letter to the field representatives 
Vice-President James L. Howard says: 

“The first thought for June will be 
those policyholders who have purchased 
life insurance in the Travelers during 
the past two years. 

“The burden of heavy expenses, the 
necessity for financial readjustments 
during the past two years made it neces- 
sary for the insuring public to content 
itself with a smaller amount of life 
insurance than its needs indicated, an 
amount admittedly inadequate, 

“Almost all of those who purchased 
life insurance from the Travelers dur- 
ing that period are just as insurable 
today, and are probably better able now 
to purchase a more nearly adequate 
amount, 

“Based upon the application and med- 
ical examination now on file in this 
office, brought up to date by a special 
application, the company will consider 
the iSsuance of not exceeding $10,000 
life insurance to each policyholder now 
between 20 and 55 years of age whose 
existing insurance in this company does 
not exceed $90,000, and to whom life 
insurance has been issued at standard 
rates by this company within two years 
of the date of signature to such special 
application. 

“After consideration of all of the 
papers, a new medical examination will 
be called for only in those cases where 
there appears to be a material change 
in the personal history or family his- 
tory of the applicant. 

“A few of these special applications 
are enclosed herewith. Such supply as 
you may need may be obtained upon 
requisition of the branch office cashier. 
The regular life application must not be 
used for this purpose. 

“Check over your list of clients, select 
the names of all those eligible for this 
opportunity. Do not permit any one of 
these clients to have a justifiable com- 
plaint against the Travelers, or against 
you as the one to whom he looks to 
guard his insurance interests, because 
of negligence on your part in acquaint- 
ing him with what the Travelers pro- 
poses to do for him.” 





ELECTS W. M. FUREY PRESIDENT 





Berkshire General Agent Made Head of 
Pittsburgh Chamber of 
Commerce 





William M. Furey, of English & 
Furey, general agents of the Berkshire 
Life, has been elected president of the 
Pittsburgh Chamber of Commerce, a 
body having a membership of 6,000, Mr. 
Furey has been first vice-president for 
two years. He is a director, secretary 
and treasurer of the Pittsburgh Hotels 
Company, which operates the William 
Penn and Fort Pitt Hotels, the largest 
hotels in the city. He is also interested 
In several charitable bodies and is a 
former president of the Pittsburgh Life 
Underwriters’ Association. 

W.S. Diggs, founder of the Insurance 
Federation of America, and now in the 
feneral insurance business in Pitts- 
burgh, was elected a director of the 
body. 


The man who is good at an excuse is 
g00d at nothing else.—Franklin, 








sil* there was one person who bothered the early 
Romans it was the Carthaginian, Hannibal. 
He started early in life to harass Italy and 
he succeeded beautifully for a long period of 
time. But after awhile he ran up against a Dictator 
named Fabius and for about ten years Hannibal had his 
hands full. Fabius had the happy knack of being afraid 
of nothing, even death. Hannibal, the great strategist 
who relied more on tricks than on military strength, 
tried hard to scare Fabius but failed. When he wasn’t 
tying blazing sheaves to the horns of oxen and then 
turning the cattle loose at night to indicate his vast 
forces were on the march and look out ahead, he was 
soaking targets and ears cf corn in blood and sending 
them into the Roman camps to play on the supersti- 
tions of the Neapolitans. Iabius, however, passed it 
all up and drove Hannibal from one end of the country 
to the other. Between wars he would turn his atten- 
tion to architecture, spending his own money and all 
he could borrow on temples and triumphal arches. At 
last it all ended and death summoned Fabius. Once 
fabulously wealthy he left a large family nothing. At 
Thebes he died so poor that he was buried as a public 
charge, one small coin being all that was found in his 
house. Yet Rome had honored him for years as a com- 
mon father. What a terrible end to a biography “he 
died so poor that he was buried as a public charge.” 
This need be said of no one today. Life Insurance is 
the answer. 
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Order of Owls Now 
Making Strides Here 


NOT INSURANCE ORGANIZATION 


But it Gives Death Benefits Up to 
$250 to Members’ Families 
When They Die 


“The Order of Owls is not an insur- 
ance organization” is the slogan of a 
fraternal association which is claimed 
to be making great strides in member- 
ship in New York and _ Brooklyn. 
Those connected with it say that they 
have a membership of more than half 
a million Owls all over the civilized 
world on which they can call for aid 
whenever one needs it. They give sick 
benefits of from $6 to $10 a week to 
members and death benefits up to $250 
by insuring the members in the West- 
ern Funeral Benefit Fund, of South 
Bend, Ind. The members, however, do 
not pay any assessments for this like 
tha Royal Arcanum, but the Owls Nest 
or lodge pays the premiums to the 
Funeral Benefit Fund. After joining 
the order all that one has to pay, is 
an initiation fee of $10, which will 
soon be raised to $25 and monthly dues 
of seventy-five cents. 

The applicants are not required to 
pass a medical examination or “ride 
the goat” as in other secret societies. 
The Order of Owls is non-sectarian and 
non political. It claims to give pen- 
sions for widows, homes for orphans 
and “has established many other ben- 
efits for its members including a hos- 
pi‘al, sanitarium and ‘parks in Vermont 
and near Niagara Falls,” where it can 
take their families for vacations. 

The Order was founded in 1904 in 
South Bend, Ind., where the home nest 
is located and the Eastern headquarters 
are at 522 Fifth avenue, this city. 
Branch nests are stationed all over the 
wor d and it is claimed that there are 
about 5,000 members in Manhattan and 
the same number in Brooklyn, with 
many prominent mea as members. Ac- 
cording to Organizer F. X. Hench, who 
was seen by The Eastern Underwriter 
representative, Senator Calder, Police 
Commissioner Enright, Supreme Court 
Justices Harry E. Lewis, Harrison J. 
Glore and many other judges and public 
officials belong to the order. 

“Neither wealth nor poverty, success 
or failure in life count for anything 
in the Order of Owls. Whether you 
are a banker or mechanic, a policeman 
or sky pilot of any denomination, an 
accountant or a professional man you 
have a chance to make lasting friend- 
ships of true friends in the Owls, 
friends who will stick to you through 
thick and thin and always have a help- 
ing hand to you and your family,” he 
said. 

“The ritual of the Order of Owls is 
printed in several different languages. 
The growth of the order has become 
so extensive that it not only covers 
every state and territory in the United 
States, including Alaska, Hawaii and 
the Philippines, but also has branches 
in South Africa, Japan, China, Aus- 
tra'ia, New Zealand, Panama, Argen- 
tina, Canada and Mexico.” 





MOVED IN A WEEK 

The moving plans of the John Han- 
cock Mutual Life were so carefully laid 
out by its able secretary, Charles J. 
Diman, that the moving into the new 
building required only one week instead 
of two as planned, and at the present 
time every department except the print- 
ing office is doing business at the new 
stand. 

The printing office, which has been 
located in a separate building from the 
old home offtce, on Atlantic avenue, will 
be moved later on to accommodate the 
company’s business. This will be located 
in the basement of the new building. 





HIGHER DIVIDEND SCALE 
The new 1922 dividend scale of the 
Northwestern National shows an aver- 
age over all company’s business about 
sixty cents per thousand greater than 
the 1921 scale, 





4 


THE EASTERN 


UNDERWRITER 


June 2, 1922 





Insurance Assures 
College Education 


BIG JUNE DRIVE OF EQUITABLE 








Plan Based on Insurance of Compara- 
tively Short-Term Endowment 
on Parent’s Life 





The law compels every child in Amer- 
ica to go to school, but very few reach 
college. There are lots of reasons why, 
one being that it is expensive, but if 
the parents had only thought in time 
of life insurance the way would have 
been paved for a college education with- 
out financial discomfort. 

That in a nutshell is the mainspring 


method whereby the necessary sum 
may be saved through quarterly, semi- 
annually or annual premiums over a 
given number of years. The difficulty 
of having to provide the means for a 
college education during the term of the 
college course is thus avoided. If the 
plan is adopted when a child is in its 
infancy, the amount to be set aside an- 
nually is comparatively small. 
~ What It Costs to Educate 

The amount necessary to see a boy or 
girl through college varies according to 
the university chosen, the basis of liv- 
ing, and other factors which cannot be 
exactly determined in advance. A lead- 
ing euthority, however, has estimated 
the average annual cost as follows: 


Ronee. 36 WEES; B09 00s cc scrcwsawesnscsces $270.00 
Washing, 36 weeks, 75c per week 27.00 





Policy No.—-Specimen. 


¢ 


instalments as aforesaid. 


Number of annual instalments: 2 
“ “ “ “ce © 
“ o “ oe 4 
“ “ «“ “ee 5 


force and effect. 





Fund Agreement 


The Equitable’s Educational Fund Agreement reads as follows: 


EDUCATIONAL FUND AGREEMENT 

For the Benefit of the insured’s son, Richard Roe, Junior, Beneficiary 

It is hereby agreed that the proceeds of this policy at the death of 
the Insured, shall not be payable in a single sum, but shall be held by 
the Society and paid in accordance with the following table of instal- 
ments over a period of four years in equal quarterly payments; and in 
the event of said death of the Insured prior to the said Beneficiary attain- 
ing the age of 18, the proceeds of this policy shall be held by the Society 
until the Beneficiary reached said age, and shall then be payable in 


On the amount so held, the Society agrees to pay interest annually 
at the rate of 3% per annum (with Excess Interest Dividend, if any). 
Any payments due under this contract after the death of the Insured, 
but during the minority of the Beneficiary, are to be payable to 
Margaret H. Roe, Mother 
as Trustee, or Successor in trust, for the Beneficiary. 


Table of Instalments for Each $1,000 of 
Amount of each instalment: 


(If payments are to be made semi-annually or quarterly, 
divide above installment amounts by 2 or 4 respectively.) 

The foregoing instalment amounts are based on an assumed rate of 
interest of 3%; if a higher average annual rate than 3% shall be earned 
by the Society, the payments due may be increased by an Excess Interest 
Dividend as determined and apportioned by the Society. 

If the Beneficiary dies after the Insured, but before all of the afore- 
said instalments shall have been paid, the then present value of such 
unpaid instalments shall be payable upon receipt of due proof of such 
death in a single sum to the Beneficiary’s executors or administrators. 

It is further agreed that all other conditions, limitations, agreements 
and requirements of the policy, except as herein modified, remain in full 


New York, May 15, 1922. 


Richard Roe 
(the insured) 


. Policy Proceeds 

$507.36 
343.29 
261.16 
212.00 


“ ““ “ ‘ 
“ “ “ “ 


“ “ “ “ 








of a campaign which during the month 
of June Equitable Life Assurance So- 
ciety agents everywhere will wage to 
give the youngsters of America a better 
chance to cope with the grim struggles 
of life. The Society has worked out an 
educational fund agreement for assur- 
ing a college education to a son or 
daughter, a copy of the agreement being 
printed elsewhere. In addition it has 
prepared a remarkably forceful and 
effective collection of literature, much 
of which will sell policies by a mere 
reading. 
Simple Plan 

The Equitable’s plan is simplicity 
itself. It is based on the issuance of a 
comparatively short-term Endowment 
on the life of either parent, and pro- 
vides for the payment of the proceeds 

-at maturity in installments during the 
term of the college course, 

It is further agreed that if the parent, 
whose life is insured, should not live to 
the end of the Endowment period, the 
insurance is kept on deposit at interest, 
for the benefit of the son or daughter, 
pending arrival at college age when the 
installments will begin. 

Thus, whether the parent lives or 
dies, the means for a college education 
are assured to the child. 

Educational Endowments are issued 
for varying periods of years to suit the 
requirements of each particular case, 
usually for 5, 10, 18 or 20 years. 

One of the most attractive features 
of the Equitable’s plan is the convenient 


Tuition and Public Room Fee.............. 300.00 
2 Reet TREC ORD 5.00 
ROMONNGED OB isos.) cue bandesewoocbaccckon 7.00 
Department of Physical Education Fee.... 10.00 
IMR MRE Wc ciacsaecisccanea@eceyaceiaee ose oe 
Re ED PINNED so aig ries aime te oo 28.00 
SBI SOEE QONIND os ccanclsissaseesveusacencocd 28.00 
Matriculation Fee (entering students).... 5.00 
$930.00 





MEXICO ON WARPATH 


Says Certain Life Companies Are Ope- 
rating There Without License; 
No Court Protection 


A despatch to the New York “World” 
from Mexico City says that several 
American life insurance companies are 
doing business in Mexico without a 
license from the government, according 
to a public notice issued by the Depart- 
ment of Commerce and Labor there. 
The government says it will start action 
against these companies and agents, 
with heavy penalties promised, 

Warning is given to Mexican policy- 
holders that if they are doing business 
with unauthorized companies they may 
expect no protection from Mexican 
courts in. case of trouble. 





GRIZZARD IN DETROIT 


The Citizens Savings Bank, of De- 
troit, on Sunday has announced the 


inauguration of the Grizzard insurance 
savings system. “A cash reserve if 


you live; life insurance if you die.” 











———— 








Insures all classes of selected lives, issuing policies on the ordinary, in- 
termediate and industrial plan at all ages. It also insures against total 
and permanent disability. Policies of the company are made secure by 
reserves maintained on the highest standard, with additional contingent 
reserves providing protection against all emergencies. 


Information and Advice on any matter relating to Life Insurance is Avail- 
able at any time through the Agencies or Home Office of this Company. 


A a 
LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 
In Business Since 1862 

















The Columbian National Life Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 
Issues the best forms of policies of 
Life, Accident and Health Insurance 
Our Complete Protection Combination 
is the ideal form of insurance coverage 








GULF COAST LIFE LIQUIDATORS 
ARE APPOINTED 
Stockholders of the Gulf Coast Life 
of Gulfport, Miss., last week unani- 


mously decided that the company is 
too small to be a success and that it 
would better be liquidated after the 
$5,000,000 of insurance is reinsured in 


a company approved by the court and 
the Insurance Commissioner. A«cord- 
ingly, a petition for dissolution was 


filed, and the court appointed M. G. 
McNair and P. L. Hackethal  liqui- 
dators. The company was incorporated 


eleven years ago and never has paid 
a dividend. It is said to be perfectly 
solvent. 











Incorporated 1851 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 





of its policyholders, 


of its representatives. 


A company which throughout the seventy 
years of its history has ever enjoyed—be- 
cause of its square dealing toward all and its 


long record of low net cost—the good will 


esteem of the insuring public, and the loyalty 


the confidence and 











JOSEPH C. BEHAN, Superintendent of Agencies 




















SRE PETE! 























June 2, 1922 


THE EASTERN 


UNDERWRITER 








Actuary Gibb On 
Modes of Settlement 


PUBLIC TAKING HEED, HE SAYS 








Four General Forms Which Meet Need 
of Policyholder, Penn Mutual 
Men Are Told 





“The great possibilities for life insur- 
ance service in the use of the various 
modes of settlement contained in the 
policy contract known as the Instal- 
ment Tables and the Interest Privilege 
Section are coming to be more and more 
generally recognizea,” said Actuary J. 
Burnett Gibb at the second day’s morn- 
ing session of the Penn Mutual Life’s 
seventy-fifth anniversary sales con- 
gress. He continued: 

“The number of pelicyholders taking 
advantage of these privileges has in- 
creased many times faster than the in- 
crease in the amount of insurance, and 
the proportion of insurance to which 
special settlement agreements are made 
applicable considerably exceeds the 
amount of insurance written on the com- 
pany’s regular income forms. The com- 
pany has followed closely the develop- 
ment of this phase of the business. 


“There are four general forms which 
with slight variations have been found 
to meet almost every need of the policy- 
holder. The most simple form is the 
designation of one beneficiary, say the 
wife of the insured, to receive interest 
on the policy proceeds under the In- 
terest Privilege Section during her life- 
time, and upon her death the payment 
of the principal to the executors or 
administrators of the wife or the in- 
sured. 

Interest Privilege Section 

“Another form which has come to be 
very frequently used is the designation 
of the wife to receive the interest under 
the Interest Privilege Section, but in- 
stead of paying over the principal to 
her executors, making a distribution of 
it among certain designated children of 
the insured and applying each child’s 
share to purchase instalments under one 
of the Instalment Tables, 

“Still another form is the designation 
of the children of the insured to receive 
interest on the proceeds under the In- 
terest Privilege Section until they reach 
a stated age, such as 35, and then pay- 
ing over each child’s share upon his 
attaining the stated age. Upon the 
death of the child in the meantime, his 
share may bé paid over to his executors 
or administrator or to his lawfui chil- 
dren. One of the forms originated by 
the company and one which has recent- 
ly come into general use by many com- 
panies is what may be called an Edu- 
cational Provision. The policy in this 
instance is usually on the life of the 
parents, and if on the Endowment Plan 
the period is chosen so as to have the 
policy mature after the son or daughter 
of the insured has attained a stated age, 
say 18, when the funds may be utilized 
to provide for the expenses of going 
to college. In event of the death of the 
parent during the Endowment period, 
the proceeds are held at interest until 
the date on which the policy would 
otherwise have matured as an Endow- 
ment and on such date, or if the parent 
survives and matures the policy as an 
Endowment, the proceeds are payable 
in, say, four years’ instalments under 
Instalment Table A. It is generally de- 
sired to provide for a stipulated amount 
of instalments, and accordingly the 
amount of the insurance applied for 
should be chosen so as to provide the 
required instalment. For example, if 
an income of $100 per month is desired 
for a period of four years, the corre- 
sponding amount of insurance would be 
$4,531. The forms outlined above indi- 
cate in a general way the provisions 
that should be used by the agent in sug- 


8esting special settlements to the policy- 
holder,” 





The next day is never so good as the 
day before—Publius Syrus. 


HOW PENN WAS FOUNDED 





John W, Horner, Hardware Dealer, 
Moving Spirit in 1847; Had Stud- 
ied Insurance Abroad 
The Penn Mutual Life Insurance Com- 
pany was founded in 1847, when John 
W. Horner, a_ successful hardware 
dealer of Philadelphia, undertook to 
bring to Philadelphia what he conceived 
to be the highest expression of mutual 
life insurance, a knowledge of which 
had been derived from a study of the 
English companies, some of which had 
then existed for nearly a century. Asso- 
ciating himself with some of the leading 
merchants, manufacturers and profes- 
sional men of the city, an application 
for a charter was made to the Legisla- 
ture of Pennsylvania, the charter being 
granted February 24, 1847. Mr. Horner 
was enabled to begin business at 91 
Walnut street on May 25 of that year. 
Having addressed himself to procure 
applications for life insurance to the 
amount of $100,000 to comply with the 
provisions of the charter, he had se- 
cured them to the amount of $224,500 on 
sixty-five lives with premiums ‘of 
$6,304.02, obtained largely from among 
the twenty-seven prominent citizens 

who became trustees. 

The first statement, which was made 
December 31, 1848, covering a period of 
nineteen months, showed receipts of 
$44,158.03; the payment of the first 
death loss, $5,000, and total disperse- 
ments of $12,301.01; balance in the 
treasury of $31,858.02. There had been 
issued 418 policies, of which 379 were 
in force. 

On the fiftieth anniversary of the 
company in 1897, the Penn Mutual had 
a membership of 58,000, total insurance 
in force of $134,594,870, assets of $29,- 
405,529.08, and surplus of $3,594,126,79. 
In that year the company had in the 
field 1,125 agents. 

At the close of the last calendar year, 
the membership was 336,713, total in- 
surance in force over a billion dollars, 
assets of $233,985,548, paid out to mem. 
bers $347,049,986. During the year 1921 
the company’s new business was $136,- 
509,538 in 31,876 policies, with $9,485,- 
644.73 paid in death claims, and $26,- 
679,055 paid to members. 





MEDICAL SELECTION 





Explained to Penn Mutual Men By 
Medical Director Harry 
Toulmin 

Medical Director Dr. Harry Toulmin, 
talking at the Penn Mutual Convention, 
and in giving a history of the progress 
of medical selection, said: 

“The medical director of yesterday 
passed upon the cases presented to him 
as individual cases; the medical direc- 
tor of today places each case in the 
class to which it belongs, knowing the 
expected mortality of that class but not 
of any individual in it. He has more 
or less absorbed the actuary’s view- 
point, that of averages in large groups. 
It enables the medical staff to make a 
more careful study of the borderline 
cases.” 








Industry has recognized its 


M. E. Singleton, 
President 


Life Accident 


AN INDUSTRIAL NEED— 
GROUP INSURANCE 


Many opportunities exist today for the Agent who includes in 
his equipment attractive Group contracts. 


Missouri State Life Contract enables the Agent to offer Group 
Contracts both liberal and elastic, covering large or small 


groups with equal facility and same protection. 
A well organized Group Department with a staff of trained 


representatives are prepared to assist the Agent in presenting 


Group Insurance to his prospects. 


MISSOURI STATE LIFE 


Insurance Company 


need of this protection. A 


Home Office 
St. Louis 


Health Group 








to develop and hold theif business. 





Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
ittsfield, Mass. 
W. D. WYMAN, President 


This Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 
Has always extended reasonable assistance and encouragement to its representatives 


Has always rendered the highest grade of service to its policyholders. 


WINFIELD S. WELD, Supt. of Agencies 








Dr. Toulmin rapidly sketched the 
giant strides made by the medical direc- 
tors of life insurance, especially since 
1903, from which the modern methods 
may be said to date. Explaining the 
“numerical method of selection” which 
has recently been perfected and adopt- 
ed, he said that “the underlying prin- 
ciple rests on the assumption that the 
average risk accepted by a company 
has a value of 100%, and that each one 
of the factors which make up a risk are 
expressed numerically in terms of per- 
centage, that by the summation of them 
or by some modification the value of 
any risk is determined and expressed 











American Central Life 


Insurance Company 


INDIANAPOLIS, INDIANA 


REstablished 1899 








All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 





with relation to that standard. If the 
medical reviewer knows the insurance 
significance of the applicant’s build, as 
determined by past experience of simi- 
lar cases, he uses this value as a foun- 
dation to which he adds or from which 
he subtracts the effects, as determined 
by statistical studies of the other fac- 
tors in the case, family history, occupa- 
tion, and so on,” 

Various phases of his subject were 
handled in five minute discussions by 
Henry C. Bagley, of Atlanta; Bolling 
Sibley, of Memphis; J. N. McLean, of 
Jackson, and L. I. Bristol, of Philadel- 
phia. 





W. P. Hess, who for the past three 
years has been assistant manager of the 
Toronto Centre District of the Metro- 
politan Life, under Manager W. R. Me- 
Kachern, has been promoted to be man- 
ager at the cities of Regina and Moose 
Jaw, Sask. Mr. Hess thus reaps the 
reward of his consistently good work 
for the company, for he has a record 
of one of the leading assistants in the 
whole Dominion. He has been with the 
Metropolitan for nearly ten years. 


SIXTEEN NEW MEMBERS 
The Penn Mutual Agency Association 
organization of field men and general 
agents has added sixteen new members, 
six general and ten associate, 





DEFERRED SURVIVORSHIP 
The deferred Survivorship Benefit of 
the Northwestern Mutual Life is avail- 
able only on Ordinary, Ten, Fifteen and 
Twenty Payment Life policies. It is 
not issued with Endowment forms. 
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Carnegie 
on the Ouija Board 








F WE COULD REACH the late Andrew Carnegie by Ouija and get an interview on 
the subject “Back to Earth in the Life Insurance Business,” we would expect the 
following, because, mark you, Carnegie was a Scot, and a good business man:— 


lst—If an agent, I’d want to become a General Agent. 


2nd—I’d want a Company old enough and big enough to insure stability and 
strength, and yet not so old that it would be AGED, nor so large that my joining the 
organization would be like a raindrop falling into the sea. 


3rd—I’d want attractive goods—policies that would be a help, not a hindrance to 
a sale. 


4th—I’d want a liberal, permanent contract—one which would KEEP me, not 
merely GET me. I’d want to see how I could make a living now and save for the future, 
too. A man can’t live on promises. I’d want some cf MINE ncw—the “future” is only 
today come tomorrow, so if I could not make money today, I would not be likely to 
make it tomorrow. Therefore, I’d want a contract which would pay m2 well for my 
personal business and compensate me for my agency organization work, as I did it, 
rather than five years from now “after the business is built up.” 





As I look down on you, it strikes me that one of the biggest things on your little 
sphere is the National Life of the U.S. A. I, therefore, suggest that you write to either 
Rebert D. Lay, Vice-President and Secretary, or Walter E. Webb, Superintendent of 
Agents, 29 S. La Salle St., Chicago, Illinois, and tell them you would like to know of 
their proposition, which will enable you to accomplish what I have outlined above. 


Do It Now. 








National Life Insurance Company 
of the United States of America 


ALBERT M. JOHNSON, President 


Chicago’s Oldest and Strongest Company 
Established 1868 
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NEARLY $140,000,000 INSURANCE IN FORCE 
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Dr. Lovelace to Run 
N. Y. University School 


WILL BE 





OPENED IN OCTOBER 





Educator Resigns From Carnegie 
Institute Where He Has Been 
for Three Years 





Griffin M. Lovelace is to be the direc- 
tor of the new life insurance school to 
be started by New York University, 
which furnishes the assurance that the 
school will be a mighty fine one, as Dr, 
Lovelace has done wonders in the three 
years he has been at Carnegie. The 
school here will be opened in the Wash- 
ington Square section of the University 
the first Monday in October, and in addi- 
tion to Dr. Lovelace there will be two 
other members of the insurance faculty, 
one of whom will be a psychologist and 











G. M. LOVELACE 


the other a practical life insurance 
salesman. Neither one has been select- 
ed yet by the new director. 

The idea of the school was suggested 
to the University by the Life Under- 
writers’ Association of New York. From 
the start the University authorities took 
the position that they would be de- 
lighted to go ahead with the school if 
it were really the wish of the insurance 
fraternity of New York to have it and 
the association had little difficulty in 
convincing them that the school would 
be well attended. A committee of the 
Life Underwriters’ Association has al- 
rcady been appointed to work in con- 
junction with the school. 
to Dr. Lovelace has been appointed by 
Carnegie, 

With Professor E. K. Strong, Jr., and 
C. J, Rockwell, of the faculty of Car- 
negie, Dr. Lovelace will go to Los An- 
geles to run a summer school there 
something along the lines of the school 
he ran in San Francisco last summer, 
which was attended by 114 students. At 
different times’ on the coast Dr. Love- 
lace addressed about 2,000 business men 


No successor 


on life insurance questions. 

A graduate of the Vanderbilt Univer- 
sity and the University of Berlin, Dr. 
Lovelace became a life insurance agent; 
then an agency instructor and manager, 
and went to the Connecticut Mutual as 
assistant superintendent of agencies, 
later becoming a general agent. More 
than 600 have attended Carnegie since 
it was opened. 


SUES FOR $40,000 STOCK 





Administrators of Estate of Democratic 
Boss in Hudson County, New 
Jersey, Bring Action 





A despatch to the New York “Herald” 
from Trenton reads as follows: 

Trenton, May 27.—As administrators 
of the estate of Robert Davis, former 
Democratic “boss” of Hudson County, 
Robert Davis, Jr., and Anne T. Davis 
filed a bill in chancery today to compel 
the Colonial Life Insurance Company to 
accept $1,000 as final payment on 100 
shares of capital stock of the corpora- 
tion at $400 a share and also to require 
the corporation to turn over certificates 
of stock, 

The administrators said that on Sep- 
tember 28, 1904, Mr. Davis subscribed 
for the stock and had paid $39,000 on 
account, leaving a balance of $1,000. All 
the payments appear on the books of 
the company. 

The complainants alleged that the in- 
surance company refused to accept the 
final nayment unless it received all the 
receipts it had given to Mr. Davis, The 
complainants said they were unable to 
do'iver these receipts, as they had been 
stolen or mislaid., 

Mr. Davis died January 9, 1911. 

Judge Heppenheimer, president, and 
Menbar Johnson, secretary of the Colo- 
nial Life, when seen by a representative 
of The Eastern Underwriter at the ex- 
ecutive offices of the company in Jersey 
City, said that the suit was entirely a 
friendly one and was started to protect 
‘he interests of both the Davis estate 
end the Colonial Life. The administra- 
tors were unable to produce all the re- 
ceipts and if these had fallen into the 
hands of an innocent purchaser, the 
company would be responsible for them 
under the laws of New Jersey. All the 
company desired was for the court to 
make a decision as to whether it should 


deliver the stock without the receipts 
or not, ; 


A lawyer in the office of Edwards & 
Smith, attorneys for Robert Davis, Jr., 
took a similar view of the case and said 
that he thought it was only a friendly 
suit. 





BOUND BY LAWS OF STATE 

Life insurance companies making 
loans in Missouri upon policies taken 
out in that state are bound by the 
laws of Missouri, the Supreme Court 
held this week in a case which the 
Mutual Life of New York brought to 
set aside a verdict of $107,542 awarded 
Mrs. Mary §S. Liebing upon a_ policy 
issued on the life of her former hus- 
band Frederick W. V. Blees. 





NO DEDUCTION 

A corporate or individual taxpayer 
who takes out a policy of life insurance 
in favor of a lender in order to pro- 
cure a ‘oan is not entitled to deduct 
the premiums paid on such policy, if, 
in the event of payment of the pro- 
ceeds, such proceeds will be applied in 
satisfaction of the obligation of the 
taxpayer. 





NEWCOMERS’ CLUB 
Arthur Ortmeyer, of Evansville, Ind., 
a representative of the Northwestern 
Mutual Life, has dug up a good idea. It 
is the formation of a Newcomers’ Club. 
To belong a policyholder has to be a 
resident of Evansville two years or less. 





ONE DAY’S VARIETY 
In a single day’s applications of the 
Mutual Life Insurance Company more 
than one hundred businesses, profes- 
sions and occupations were represented. 








Edward Bourne, Jr., general agent of 
the Southern department of the North 
British, has resigned and will become 
an independent adjuster. 





William Volk, of Nicholas Volk & Co., 
has sailed for Europe. 





Assets .. 


Undivided Profits 


THE F. B. COLLINS 





Statement of December 31, 1921 


Capital Stock (Common)........ 
Capital Stock (Preferred)....... 
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Gain in Assets During Last Six Months of 1921 
Approximately $500,000.00 


More Insurance Accounts on Our Books than Ever Before. 


Accounts of insurance companies earnestly solicited. 


INVESTMENT COMPANY 


Member Farm Mortgage Bankers Association 


Home Office: 
Oklahoma City, Okla. 


“Thirty-seven years without a loss to an investor.” 


icaescse ape 
500,000.00 
174,600.00 

50,000.00 


67,706.09 














NOTICE OF SALE OF THE IN- 

SURANCE IN FORCE IN THE 

GULF COAST LIFE INSUR- 

ANCE COMPANY AND ALL 
OF ITS ASSETS. 


_. 


Notice is hereby given that the 
undersigned, as liquidators of the 
GULF COAST LIFE INSUR- 
ANCE COMPANY, have been au- 
thorized by the Chancery Court 
of Harrison County, Mississippi, 
to offer for sale the insurance in 
force in the Gulf Coast Life In- 
surance Company, and all of its 
assets consisting of real estate, 
stocks, bonds, notes and accounts 
receivable, and all other assets of 
the Company, and sealed bids will 
be received therefor up to and in- 
cluding noon, June 8, 1922. One- 
half of the amount bid for the 
insurance in foree to be paid in 
cash on acceptance of the bid, 
and the balance to be paid in 
quarterly installments. Amount of 
insurance in force, $4,100,000.00. 
The amount to be paid for the 
property and assets of the Com- 
pany will be the agreed value 
thereof, and to be paid for on 
the basis of one-quarter cash, and 
the balance in three, four and five 
months from April 30, 1922. 
Deferred payments drawing 6% 
interest. 


The Insurance Commissioner of 
the State of Mississippi shall 
cause to be set aside sufficient 
assets of the Company to cover 
all liabilities to policyholders. If 
purchasers and liquidators are un- 
able to agree on value of property 
and assets, the Insurance Commis- 
sioner of the State of Mississippi 
will appoint a third person to act 
as arbitrator on fixing value of 
such property and assets. 


Each bid must be accompanied 
by a certified check in the sum 
of $10,000.00. All bids subject 
to the approval of the Chancery 
Court of Harrison County and of 
the Insurance Department of the 
State of Mississippi. 


Liquidators will furnish blank 
form of bids upon application, 
and all bids are requested to be 
made out on form bids, which have 
been approved by the Chancery 
Court and by the Insurance De- 
partment of the State of Missis- 
sippi. Detailed information fur- 
nished on request. 


Address all bids to the under- 
signed at Gulfport, Mississippi. 


M. G. MeNair, 
P. L. Hackethal, 


Liquidators of Gulf Coast 
Life Insurance Company. 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 











Be careful that you do 
not undersell your 
prospect, is a warning 
that one often hears in 
the life insurance field 
nowadays, The following experience, 
as cited by George Leyser, of the Guar- 
dian Life, is a real example of increas- 
ing $25,000 to $175,000: 

Several years ago un acquaintance of 
mine, the president of a large concern 
and a man who carried $75,000 of life 
insurance, was in the market for $10,000 
term insurance, but on account of his 
physical condition at time of examina- 
tion could not secure a policy. 

One year later he was willing to take 
$25.000 ordinary life, and as he had 
overcome the disability and was making 
big money, I thought it advisable to try 
again. Being afraid of another turn 
down, however, I had him examined by 
one of the best known life insurance 
examiners, who advised me that my 
man was in Al condition. I then re- 
quested my client to come to the home 
office for examination and he was found 
to be O. K. by two examiners (two were 


Do Not 
Undersell 
Your Prospect 


required on a $25,000 case in those 
days). 
Before returning to my office from 


the medical department $25,000 was the 
amount that it was understood my 
client was going to take. While com- 
pleting his application he spoke about 
his business, which was very prosper- 
ous at that time, and a chance remark 
led him to admit that his company 
should have a policy protecting it in 
the event of his death, Of course, that 
made a wonderful opening and upon 
being told that he could have any 
amount he desired without further ex- 
amination, he promptly said, “make out 
$100,000 payable quarterly, to my com- 
pany.” I was so stunned that I did not 
dare look up from the papers before me, 
as I did not want to show my surprise. 
Further discussion showed that there 
were two months in the year in which 
he had no premiums to pay and the sug- 
gestion that he take $50,000 additional 
with premiums so arranged that they 
would fall due in the open months met 
with his approval, 
* 


+ 
Wilson Williams, gen- 

Does $10,000 eral agent of the New 
Look England Mutual, under 


Good to You? the caption, “Does $10,- 
000 Look Good to You?” 
sends this letter to the public: 

If one of our local banks offered to 
place to your credit the above amount 
provided you paid a small rate of in- 
terest on it, would you be interested? 

if the bank further guaranteed that 
should you ever become. disabled 
through sickness or accident and there- 
by unable to earn a living, they would 
pay you $100 a month during your dis- 
ability, would you consider their offer? 

Furthermore, if at your death, no mat- 
ter when it occurred or for how many 
years you had been paid the $1,200 a 
year, your wife and children would at 
once receive the principal sum of $10,- 
000, would you think the bank’s offer 
worthy of your consideration? 

If you preferred having your wife and 
children receive a monthly income as 
long as they lived instead of the $10,000 
in a lump sum, that can also be ar- 
ranged, 

l represent a company, recommended 
by all bankers, with assets greater than 
any bank in the city. 

If the above proposition is worth any- 
thing to you, phone for an appointment 
at your place of business or at my office. 

May I hear from you promptly 
cerning this most important 
Phone or write. 


con- 
matter. 


W. H. Glines, Equitable general 


Uses agent with offices in the Liggett 
Two Building, New York, uses two 
Cards cards. The first bears his name 


and telephone number, with no 
reference to the nature of his business, 
This gains an interview. Once in, he 
immediately presents his business card 
with the remark: “I am in the insur- 
ance business, and I knew you would 
thank me for not letting your office 
force know the nature of our interview. 
In case you should prove not to be in- 
surable it will be known only to a 
stranger. And should you decide to pur- 
chase insurance it will not be the sub- 
ject of any discussion in your office.” 





GROUP MADE COMPULSORY 
According to the Monthly Labor Re- 
view of the United States Department 
of Labor, the Congress of Columbia, in 
South America, has passed a law which 
reads in part as follows: 


“All industrial, agricultural or com- 
mercial firms * * * whose payroll 
amounts to, or exceeds 1,000 pesos 
($973) per month MUST take out at 


their own expense col'ective life insur- 
ance policies in favor of all employes 
and workers in their respective fac- 
tories. The face value of the policy 
must be equal to the yearly salary re- 
ceived by the employe up to 2,400 pesos 
($2,336) per annum.” 


We Want Real Men 


with ability and resources to 
develop three or four counties, 
getting and handling sub- 


agents, in Ohio, Indiana, 


Illinois, Missouri or Iowa. 


FARMERS NATIONAL LIFE INS. Co. 
F. N, L. Building, 3401 Michigan Ave. 
CHICAGO, ILLINOIS 








George Washington 
Life Insurance 
Company 
Charleston, W. Va. 


Opportunity for definite territory 
in West Virginia, Ohio, Kentucky, 
Tennessee, Virginia, North Caro- 
lina, South Carolina, and Georgia. 


Address: 


ERNEST C. MILAIR 
Vice-President and Secretary 








CAPABLE POLICY- 
PLACERS 


Can always find a satisfactory opportunity 
for work with this Company in good ter- 
ritory—men who can collect the premiums 
as well as write the applications. Why 
not make inquiry now? 


Union Mutual Life 


Insurance Company 


PORTLAND, MAINE 


Addre 
ALBERT E, AWDE, *‘Supt. of Agencies 














Organized 1871 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 
Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1, 000. 00 
CONDITION ON DECEMBER 31, 1921: 

EEE “shar seenseussoecasnecuses cencceeeceenrees Cdbdcns ce sckGeiesinesosaeawinee vee 
a ee . 25'109 146.08 
SE GR CD os sic cpndnebescsee ed onp ctdpaeeveer cdicthicertseetccouiceesets 3,199,303.09 
GG OR NN oe cs esiyigae sha pc a Sa WAN TANS HES is ab eR Hov ow CaS hE CAE OO) 214,188 por 
ATI ES: BD I is ais winiksee ote nbnig te dncesaeinees n0sesecaseessveuscs 1,897, 
Total Payments to Policyholderg since Organization...................ce00. $27,720,705, 2 

JOHN G. WALKER, President 








ELECT STAPLES PRESIDENT 


Penn Mutual Man Made Head of Phila- 
delphia Association of Life 
Underwriters 

The annual meeting and election of 
the Philadelphia Association of Life 
Underwriters took place Friday. 

The officers elected were as follows: 
Joseph C. Staples, Pacific Mutual, who 
has been the financial secretary for 
some years, was chosen _ president; 
James M. Dickey, Mutual, of New York, 
F. G. Woodworth, John Hancock, and 
William J. Amos, Penn Mutual, vice- 
presidents; Neills M. Olsen, John Han- 
cock, secretary; James V. Harrington, 
Metropolitan, financial secretary; Fred- 
erick Garrigues, Penn Mutual, treasurer, 
Clayton M. Hunsicker, the retiring pres- 
ident, was the toastmaster at the ban- 
a and the speakers included Joseph 

. Staples and Franklin L. meee. 


AD MEN TO MEET 
The Associated Advertising Clubs of 
the World meet in Milwaukee this 
month, There is some talk of a group 
meeting there of advertising managers 
of insurance companies. 








LIFE INSURANCE 
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COVER M 
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Sigourney Mellor 
and Company 


NEW YORK 
21 East 40th Street 


PHILADELPHIA 
630 Widener Building 




















Build Your Own Business 
under our direct general agency contract 
Our Policies provide for: 

Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 


INSURANCE COMPANY 
66 BROADWAY NEW YORK 
Organized 1850 








GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
y WILL PAY THEM WELLI 








HOME LIFE 


INSURANCE CO. 
NEW YORK 


WM. A. MARSHALL, 
President 





The 62nd Annual Report shows: 


Premiums received during the 
GURY TREN. pcehuccececcncsnccconns $6,990,547 
Payments to Policyholders_ and 
their beneficiaries in Death 
= Endowments, Dividends, 
PO. cccccccccccccccccescccccccccce 
Amount added to the Insurance 
ROSSSVE FURNES ciccscrceccccesce 
Net Interest Income from Invest- 
MODE cscticiccccevnseniepexsiveces 
($642,638 in excess of the amount 
required to maintain the reserve) 
Actual mortality experience 53.44% 
of the amount ee 
Insurance in Force.......csceeee ear 
Admitted Assets ...... secepoweree 43,222,328 


4,740,340 
2,121,307 
1,964,050 


For ayency apply to 
GEORGE W. MURRAY, 


Superintendent of Agents 
256 Broadway New York 
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SOME EQUITABLE FACTS 


The Equitable has faithfully served the public for over sixty-two years. 


It is one of the largest and strongest financial organizations in the world. | 
It is a great human welfare institution with a membership of nearly a 


million thrifty, far-sighted persons banded together for mutual protec- 
tion, whose combined insurance aggregates $2,817,970,732. 


Its assets are safely and profitably invested, and its large Surplus Re- 
serves guarantee its stability regardless of financial conditions. 


It paid to Policyholders and Beneficiaries $83,678,764 in 1921. Its Total | 


Payments to Policyholders and Beneficiaries since organization total 
$1,458,653,991. 


In 1921 it paid 8,919 Domestic Death claims. Of these, 8,804 (or 98.7%) 
were paid within one day after receipt of due proof of death. 

T Its Mortality Rate for the year 1921 was the lowest in the history of the 
Society. 


Its Refunds (Dividends) to Policyholders in 1921 were $18,745,639, and 
it has set aside $26,148,772 to pay the Refunds due in 1922. 


It was the first company to make policies incontestable after one year. 


It was the first company to demonstrate that a policy could be paid as 
promptly as a bank draft. 


It was the first company to insure large numbers of employes in a body 
on the Group Insurance plan, with scientific medical inspection substi- 
tuted for personal medical examination. 


It has devised the Home Purchase Plan of insurance whereby a man of 
moderate means can own his own home and pay for it conveniently 


whether he lives or dies. B 


It has aeveloped a programme for the education and training of its 
agents in the principles of life insurance and in modern salesmanship. 


It maintains at its Home Office an Inheritance Tax and Business Insur- 
ance Bureau for the benefit of the insuring public. 


Its policies are liberal, clear and comprehensive, readily adaptable to 
the diversified needs of the insuring public. 


THE EQUITABLE 
LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 
120 Broadway, New York 
W. A. DAY, President 
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The Psychology of a Sale 


By J. B. DURYEA, Penn Mutual Life 


Psychology is the science of mental 
life. It is the only department of knowl- 
edge relating to the phenomena of the 
mind such as feeling, desire, impulse, 
reason, decision, attention, deliberation, 
ete., and the way these things are de- 


veloped into plans and purposes. It 
investigates the genesis and develop- 
ment of the conscious as well as the 


subconscious mind. It describes and 
explains human behavior, and enables 
one to predict human activity with rea- 
sonable certainty. 

The study of psychology encompasses 
and includes every division and sub- 
division of mental activity, and sales- 
manship is one of the sub-divisions. A 
sale is all psychological except the in- 
animate object to be sold; and if you 
divest this object of thought and imagi- 
nation no sale is possible. 

Men know and use psychology by in- 
stinct without knowing that it is 
psychology——just as they step out of the 
way of some people and make others 
step out of their way. And they make 
sales by an instinctive economic psy- 
chology, sometimes efficiently but more 
often inefficiently. But then men built 
and lived in huts and shanties before 
anyone studied architecture. Scientific 
information is better than instinctive 
guess work. All scientific analysis is 
based on phenomenon repeated—repeat- 
ed—repeated—and always bringing the 
same result. Thus the observer is en 
abled to predict, with reasonable cer- 
tainty, the result when the same phe- 
nomenon is again repeated, Psychology 
is a science based on many thousands 
of mental situations and their resultant 
responses. Since salesmanship is pure- 
ly and solely a mental process psychol- 
ogy is the only thing a salesman can 
study to enable him to conduct a correct 
sales interview, 

All Humar Behavior Psychological 

All human behavior is psychological, 
We do not pick out favorable behavior 
and say that it is brought about by 
psychological law. We study psychology 
that we may understand the operation 
of the human mind, and know what 
situations to present to bring about 
favorable responses. 

The out-of-date “trial-and-error” meth- 
od of salesmanship was no less psy- 
chological than the most up-to-date 
methods. The trial and error salesman 
tried a certain approach and it got an 
unfavorable response. So he tried an- 
other, and another, and another, until 
he found one that brought a favorable 
response. He was studying psychology 
from experience, the only text book he 
knew. The fact that he did not know 
he was using psychology did not make 
it something else. 


What Practical Psychology Does 

William sells a million dollars of in- 
surance a year, and Charles sells a hun- 
dred thousand. Talk to the two men 
and they are. both of about the same 
mentality, ability, education and energy. 
What does William have that Charles 
has not yet acquired? Just information. 
Lack of information, not lack of ability, 
is the cause of most failures. Charles 
does not understand instinctive desires, 
mental responses, nor the state to which 
a man’s mind must be brought before 
he will buy—and William does under. 
stand. 

The things that are done wrongly by 
a salesman who guesses at, but does 
not know, the way people respond to 
the various situations that may con- 
front them comprise nearly everything 
connected with the sale, For illustra- 
tion, suppose we analyze what an agent 
may do in the first fifteen seconds of a 


sales interview: 

Start with his first few words: 

“Mr, Brown, my name is Charles. 1] 
am with the Penn Mutual Life, and I 


would like to talk to you about taking 

some life insurance.” 
Let him take another 
“Mr. Brown, my 

Mutual, has just 


start: 
company, the Penn 
put out a wonderful 


new policy that protects your family if 
you die and gives you a refund annuity 
after 65 if you live, and I want to tell 
you about it.” 

But he may start like this: 

“Me Brown, I understand that you 
have $12,000 of life insurance. You 
ought to take $8,000 more, so as to make 
you $20,000. 1 want to talk to you about 
that additional $8,000.” 

We always have a poor perspective 
for anything close at hand, so we will 
let a physician make the same kind of 
approaches to prospective patients and 
see how it sounds: 

“Mr. Brown, my name is Doctor 
Charles, and I would like to talk to you 
about taking some medicine,” or 

“Mr. Brown, medical science, report- 
ing through my laboratory, has just 
worked out a wonderful new medicine 
that will do a lot of things that no other 
medicine has ever done, and I want you 
to take some of it.” Or, thirdly: 

“Mr. Brown, your medicine cabinet 
is not nearly full of medicines and I 
would like to fill out the top shelf, at 
least.” 

The normal answer to all these ap- 
proaches is “No,” because they do not 
appeal to any instinctive desire. 

Life insurance is not an end 
means. A man will not act 
insurance is presented in this way 
unless he gives himself the appeals 
which you have failed to give him, Hu- 
man actions are responses to incite- 
ments and appeals to inherited or ac- 
quired instinctive desires. “Life insur- 
ance,” “wonderful new policy,” “pro- 
tects,” “refund annuity,” ‘additional 
$8,000,” “after 65,” does not stir up a 
man’s feelings—in fact these are mere 
words without meaning to him, so far 
as anything the agent has done. 

Instincts 

An explanation of the many kinds of 
instincts, and how they direct and gov- 
ern human behavior, is too long a story 
for these prefatory remarks, but never- 
theless it may be well to stop here long 
enough to give a brief definition of the 
two general classes of instincts—native 
and acquired. Native instincts are mem- 
ories, in the sub-conscious mind, of the 
habits which our ancestors evolved from 


it is a 
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Company of 


Founded 


The Provident Life and Trust 


(Pennsylvania) 


1865 


Philadelphia 





Disability. 


at 65. 
sumption of permanence. 


when the Endowment Matures. 


Provident Endowments protect against the Economic Loss caused 
by the Termination of an insured’s Producing Power through Death or 
Old Age. The new Disability Clause adds protection when the Produc- 
| ing Power is terminated prematurely through Total and Permanent 


Endowments in the Provident mature on the average approximately 
Between 25 and 65 the expectation is that one person will be 
totally and permanently disabled for every six persons who will die. 
When the Disability is Total, 90 days’ continuance establishes pre- 
Without affecting other policy benefits pre- 
miums are Waived and a Disability Income commences which (the 
Disability remaining permanent) continues for life and does not cease 


Fourth and Chestnut Streets, Philadelphia, Pa. 

















who had requested information. 
new business result of 1920. 


Insurance 
since 1878. 





FIDELITY LEAD SERVICE 


brings the agent into contact with interested buyers of life insurance. 
Last year we distributed 47,604 direct leads—all interested prospects 
In 1921 this service, and Fidelity’s 
original policy contracts, brought us within 74% of the unparalleled 


Fidelity operates in 40 states. Full level net premium reserve basis. 
in force over $223,000,000. 


A few agency openings for the right men. 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 





Faithfully serving insurers 


























necessity and transmitted to us through 
the stream of life. They are urges to 


do the traits we have at birth—the 
things we know without being to!ld—the 
fundamental tendencies, emotions and 
preferences which we call heredity, We 


do not have to be told to eat, to love, 
to live, to seek warmth, to protect our 
young, to fight when attacked, or to 
aspire to power and superiority. Ac- 
quired instincts—or rather, acquired be- 
havior—are the habits, characteristics 
and tendencies we take on from our 
own environment. We have to be told 
to pay our debts, protect our business, 
use knives, forks, telephones and clocks, 








465,227 in the same period. 


Insurance. 


provisions. 








Seventy-Nine Years of Service 


Our first policy was issued in 1843. 


Up to December 31, 1921, we had paid $1,736,129,572 to 
policyholders and beneficiaries, and had accumulated $675,- 
319,164 for them. Dividends to policyholders totaled $361,- 


Total insurance in force at the end of 1921, $2,472,651,779. 
Corporations and Partnerships protected by Business 
Inheritance tax provision for large or small 
estates. Philanthropic institutions endowed. Income policies 


for the protection of homes and dependents. Annuities for 
the aged. Up-to-date Disability and Double Indemnity 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 

















to cook our food, to read books and to 
accumulate for our old age. Heredity is 
the traits you have at birth; environ- 
ment is what happens after birth. 


Re-action of Life Insurance 


“Life insurance” is an idea, but ideas 
do not appeal to us until they are ren- 
dered into the terms of some native 
or acquired instinct. Say “life insur- 
ance” to a maa and, except for a slight 
feeling of curiosity with a few indi- 
viduals—or unless he interprets the 
words for himself according to his own 
experience--and you arouse no more 
sentiment than as if you had _ said 
“Betelgeuse.” Say “mother,” “daugh- 
ter,” or “son,” to a man and you arouse 
his sentiment because of his instinctive 
emotional tendencies. “Life insurance” 
should not be presented to a prospect 
at all, because there is no appeal to 
instincts, except a slight appeal to the 
instinct of possession. Human needs 
should be determined and life insurance 
then applied as a remedy, a cure, a 
solution; just as medicine is applied as 
a remedy, Explanations of policies, 
rates, comparisons, companies,  divi- 
dends, cash and surrender values, policy 
forms, or any other non-essential, 
usually gets the thought of his need out 
of the prospect’s mind and puts some- 
thing entirely different in its stead. 
None of these things are reasons why 
he should buy life insurance—he has 
no instinctive desire for forms of poli- 
cies and usually no comprehension of 
them after you have explained them. 
There may be rare cases where some of 
these things help you give him justifica- 
tion for his intended action in buying 
insurance, but they are not reasons for 
buying and do not give him the feeling 
of want. Think of a physician explain- 
ing different kinds of medicines, their 
origin, and how they are made. The 
physician determines what is the matter 
with the patient and without any ex- 
planation of what kind of medicine he 
is giving—nor how it is compounded 
writes a prescription—and writes it in 
Latin so the patient cannot find out. 

Before you can make a sale you must 
make a man want what you are selling. 
“Want” is a feeling that possession of 
the subject matter will satisfy some 


natural or acquired lack of food, cloth- 
ing, shelter, rest, companionship, com- 
fort, power, superiority, service to oth 
ers, pleasure, opportunity, prestige, and 
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the like. “Want” is a feeling, and a 
feeling is a thought in the brain. Want 
is purely mental. Therefore, before 
you can make a sale you must do some- 
thing or say something that will put in 
the mind of the prospect a feeling of 
want. 

Whenever you say anything, whether 
little or much, about your service that 
gives the prospect a feeling of want, you 
have the prospect ready to buy; and 
as a rule he will buy if you know how 
to finish the sale. A sale involves two 
principal processes: First, arousing the 
prospect so he will act; second, provid- 
ing a channel through which he may 
act, Until the prospect wants to do 
something any attempt to close will 
fail. ; 

Man With Three Little Children 

Suppose you say tu a man with a wife 
and three little children, but of limited 
means: “Jones, isn't it true that the 
most valuable thing in the world that 
you would like to leave to your children, 
should anything happen to you, would 
be their mother’s time? You would 
want her to devote her time to nursing 
them if they were sick, directing their 
lives and education, and bringing them 
up the way you would like to have them 
reared? Isn't that what you would 
want? Well, there is only one way by 
which you can leave their mother’s time 
to your children and that is have a plan 
that will provide a monthly income 
large enough to keep her and the chil- 
dren so she will not have to use her 
time making a living—and I have just 
that kind of a plan. [ will provide, 
through a great financial institution, to 
pay your wife a salary of $111.38 every 
month for five years after your death, 
and then $57.65 a month for six years 
longer. This is a total of eleven years, 
and even if you were killed this year 
your daughters would be thirteen and 
fifteen years of age and your son eigh- 
teen, and they would be ready and able 
to go on alone. And then during these 
years in which your salary has been 
continued your wife would have had a 
chance to adjust herself to the new 
conditions and learn how to make her 
own living thereafter. 

“And all you have to do is to syste- 
matically set aside a savings of about 
fifteen dollars a month out of your earn- 
ings—less than one-half of what you 
probably feel you ought to save, any- 
how. I speak of it as a saving, but it 
ought to have some other name—it is 
so much greater than any other sav- 
ings. You might set aside fifteen dol- 
lars a month for only one year, and then 
we would pay Mrs. Jones $111.38 a 
month for five years and $57.65 a month 
for six years longer, 

“If you live to oid age—and of course 
if you do not die you will live to old 
age—we will apply your savings as a 
life income for yourself and pay you a 
salary of about $37 every month you 
live after age 65. Isn’t that a wonder- 
ful service for your family?” 

When you tell this story enthusiasti- 
cally there is hardly a man alive who 
would not consider their mother’s time 
the most valuable thing in the world 
that he would want to leave to his chil- 
dren if he should die. Of course he 
wants it. Hence, if you know enough 
about the workings of the human mind 
to get action you have made a sale. 
You have made a successful sales talk 
because you have given the prospect a 
strong feeling of want—a _ condition 
precedent to every sale ever made, This 
is that much _ talked-of—and _ often 
guessed at—psychological moment. It 
is the right moment to close. And one 
right moment is worth a hundred wrong 
ones. Lucky moments do not exist, but 
there does exist in every sales inter- 
view a period especially favorable for 
happy results. The blow that shapes 
hot iron will hardly dent cold iron. 
Ability to know when the right moment 
comes is an enormous saver of energy. 
Most salesmen possess nearly every 
quality necessary for the greatest suc- 
cess. They are like the bullet that near- 
ly hits the bull’s eye—almost exact—but 
the bell does not ring, Learn to know 
the right moment and the world has 
little more to teach you. And psychol- 


ogy is the only teacher of the “right 
moment.” 


How are you going to finish what you 
have started? Are you going to say: 
“That’s my proposition: do you want it, 
or don’t you?” Or are you going to wait 
for him to say: “All right, I will take 
it.” Of course the feeling of want may 
be so very strong that he will close the 
sale for you; but if you understand the 
laws of human behavior, even elemen- 
tarily, you will know that you are put- 
ting up to him an extremely difficult 
situation. About the hardest thing in 
the world for anyone to do is to make 
a major decision. A man never likes 
to decide between two strong conflicting 
desires—that of taking the policy and 
keeping his money—sometimes he just 
cannot do it. Even shrewd business men 
who are used to making decisions find 
it extremely hard to make important or 
unusual decisions. People like to lean 
on someone. They are always going to 
their friends or associates for help in 
deciding things. “These are the condi- 
tions confronting me: What shall I 
do?” 

Therefore, if you compel the prospect 
to decide on taking it or leaving it, he 
will nearly always “leave it,” He does 
not say “No” because he does not want 
your service; he says “No” because you 
are trying to make him do something 
that he does not like to do—decide on 
big things—and he must think it over, 
or consult someone, 

This is the place where most sales 
are lost. Agents make hundreds of 
sales which they never close. (I use 
the word “sale” here as meaning a feel- 
ing of want for the service presented), 
These agents wait a moment for the 
major decision, which is not forthcom- 
ing, then they get scared and go on 
talking. Why will an agent spend valua- 
ble time in arousing the emotions of a 
prospect and then, instead of providing 
an easy means for these emotions to 
express themselves in action, introduce 
some other idea that tends to relieve 
the feelings without action? If they 
were farming they would know from 
simple example better than to plow up 
a field that had just been planted. But 
they do not know enough about the re- 
action of the kuman mind to keep them 
from destroying a favorable mental con- 
dition which they have sought—and just 
brought about. And what happens when 
they “go on talking?” Why, naturally, 
the feeling of want goes out of the 
prospect’s mind and cash values, divi- 
dends, policy provisions, other com- 
panies, and comparisons of net cost, 
takes its place. You may get the pros- 
pect back to the thing he wanted— 
leaving their mother’s time to his chil- 
dren—but the feeling may be much 
weaker than it was before, besides you 
have given him the idea for other com- 
panies, or made him consider the com- 
plexities of the proposition until he hesi- 
tates to take up anything with so many 
angles. The average sales talk is too 
long because the most of it is both use- 
less and harmful. It is like a pint of 
wheat in a bushel of tares. 


CALLS RUSLANDER WRONG 


In a talk made in Pittsburgh, reported 
in The Eastern Underwriter May 19, S. 
Leo Ruslander, an attorney, made this 
statement: 


$40,000 Life Insurance is exempt from tax. 
It matters not whether the policies are paid 
to the estate or other beneficiaries. All above 
$40,000 is included in taxable income. 


Section 402 of the Revenue Act of 
1921 reads as follows: 


That the value of the gross estate of the 
decedent shall be determined by including 
the value at the time of his death of all prop- 
erty, real or personal, tangible or intangible, 
wherever situated—(f) to the extent of the 
amount receivable by the executor as insur 
ance under policies taken out by the decedent 
upon his own life; and to the extent of the 
excess over $40.000 of the amount receivable 
by all other beneficiaries as insurance under 
policies taken out by the decedent upon his 
own life. 


I am quite sure you will want to show 
a correction in a future issue of your 
paper. Cc. D. JEROLAMON, 


Supervisor, Metropolitan Life. 





A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum ef 


ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter 
eata of al] members. 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
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PHILADELPHIA LIFE INSURANCE CO. 


IF YOU LIVE IN OHIO 
AND 
IF YOU DESIRE TO ESTABLISH DIRECT 


LOCAL GENERAL AGENCY IN YOUR CITY 


Address: 
Manager of Agencies Or 
111 N. Broad Street, 
Philadelphia, Pa. 


E. J. Strickland, 
Supervisor of Agencies, 
Elyria, Ohio 
































STUDY THESE FIGURES 


From the MOST SUCCESSFUL YEAR of 
THE MASONIC MUTUAL LIFE ASSOCIATION 


uGie > Whee NOMI os 6 a Ss oh 0 occ Ree ceeewackadies $42,448,000.00 
CATIN TY HIMGI NNEC: TN PORES. bocce cic cc ccwcntcctecnebenens $30,124.750.00 
Insurance in Force December 31, 1921...............0.. $101,222,295.00 
Membership December 31, 1921 55,148 
PRR ooo CCR R ay cee eae Rua Sauk Neches ee Ree $4,613,494.57 
NU OMAIUC RII FENN ai ors asd rele bc a 6s se oS wleta ne a Rees $1,518,954.00 
SRA TIO os he cn ra reine bdo Made Reed $1,282,156.00 
NHCRCRGN TH UNIS odie cittencme sr deecscdceivannaadeases $225,575.00 
Paid to Beneficiaries Since Organization $2,363,465.00 

A FEW ADDITIONAL FIELD MEN NEEDED 

A RARE OPPORTUNITY—FOR MASONS ONLY 


Send Inquiry to 


WILLIAM MONTGOMERY, PRESIDENT 





Homer Building, Washington, D. C. 














HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 

PROTECTS THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from BIRTH to @ years 
next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue 
and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and TOTAL AND 
PERMANENT DISABILITY CLAUSES and DOUBLE INDEMNITY FEATURES, and 
are guaranteed by State Endorsement. 

A HOME LIFE POLICY BRINGS 

PEACE OF MIND TO THE 

MAN WHO LOVES HIS FAMILY 
BASIL S. WALSH, President P. J. CUNNINGHAM, Vice-President 
JOSEPH L. DURKIN, Secretary JOHN } GALLAGHER, Treasurer 

DR. E, BRYAN KYLE, Medical Director 

INDEPENDENCE SQUARE PHILADELPHIA, PA. 














Security Mutual Agents are successful 
WHY? 


The reasons are many 
First —Our rates are right 
Second—Our policies are attractive 
Third —Our Company is reliable 
Fourth—Our agents have our co-operation 
We can give good men good territory 
If you are interested, address 
C. H. Jackson, Supt. of Agencies 


SECURITY MUTUAL LIFE INSURANCE COMPANY 


BINGHAMTON, N. Y. 
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THE EUREKA LIFE INSURANCE COMPANY 
BALTIMORE, MARYLAND 
Incorporated 1882 


Issues all modern forms of Life Insurance, including Industrial, Ordinary 
and Group 





J. C. MAGINNIS, President 
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PRUDENTIAL ADVERTISING 

The Eastern Underwriter prides itself 
upon maintaining reading columns 
which are reasonably interesting, but 
for some months nothing published in 
The Eastern Underwriter has attracted 
more attention—probably not so much 
attention—as have the advertisements 
of The Prudential Insurance Company, 
sometimes printed in a page, at other 
times in half page form, 

In fact, so enthralling have these ad 
vertisements been that there any 
number of people, especially those 
whose contact with the business is in 
its public relation or advertising con- 
nection, who eagerly await the arrival 
of The Eastern Underwriter every week 
in order to read these advertisements, 
and after that is accomplished they feel 
more cheerful and have a higher esti- 
mate of their business and of them- 
selves they are fortunate 
enough to be in it. In fact, no one can 
read these ads without feeling that not 
half has been told heretofore of what 
life insurance is and what it should be. 
As for the producers of life insurance 
not one but could read these little talks 
with profit; and evidence has been re- 
ceived by The Eastern Underwriter that 
the agents are reading these ads. 

The reason for all this display of in- 
terest is that The Prudential Insurance 
Company has struck a refreshing and 
novel note in the advertising of life in- 
surance in these columns. They are 
written in the broadest possible spirit, 
furnishing as much inspiration to agents 
of the most obscure companies as to 
The Prudential salesmen themselves. 

The author of this advertising copy 
is a student of history, familiar with 
fable as well as fact; a shrewd inter- 
preter of ‘events,’ a lover of his fellow- 
man, a diagnostician of failure as well 
“as of success. Picking at random famous 
characters of past centuries who actu- 
ally lived or who belong to the realm of 
legend, the product of great imaginative 
writers, he has linked to life insurance 
some striking episodes in these careers, 
or some pertinent phrase or quotation, 
bursting with truth; and thus has built 
up each piece of advertising copy. 

Now, there’s Joseph. Seven years of 
bountiful harvests furnished an insur- 
ance fund for his people. “Take a hint 
from Joseph,” is The Prudential man’s 
advice. 

Then there is Jeremiah, apostle of 


are 


because 


gloom. What a sad case! Think like 
Jeremiah, says The Prudential copy 
writer, and you will die in the atmos- 
phere of pessimism, but believe in your- 
self and in what you sell and all Hades 
won't be able to keep you from success 
nor will Heaven try. Don’t be a Jere- 
miah, Be an optimist. 

In the case vf Noah what can a clever 
copy artist find? Well, here we have a 
charter member of the Do-It-Now fra- 
ternity. Making up his mind that it 
was going to rain, he made preparations 
accordingly, while others were indiffer- 
ent, merely believing that they were to 
be treated to a shower. Hence, Noah 
survived; others perished. What is the 
life insurance connection? Perfectly 
simple. It is the job of the life insur- 
ance agent to convince the sceptics that 
it is going to rain sometime, even 
though the sun be out. The agent’s 
work should be like Noah’s: build the 
job; get it done. Be prepared for the 
rainy day when it comes. 

The Prudential man found a sermon 
in that doughty warrior Themistocles, 
the Athenian, who, in a speech of de- 
fiance to his captors, said: “My wife 
and my children have been provided 
for.” Throughout all his campaigns, in 
all his struggles against enemies, there 
was always a thought for his family’s 
future. Yet, in these peaceful times, 
with life insurance an easy matter to 
get, there are many who cannot make 
the same speech that Themistocles did. 
Is it not often the fault of the agent 
who has not put this message across? 

Julius Napoleon, Cleopatra, 
Charlemagne, other characters 
are used as a peg on which to give a 
little life insurance talk; and there is 
even a very good one about Old Mother 
Hubbard. Think it over is its denoue- 
ment: an empty cupboard gets no one 
anywhere in life, 

Reaching modern times this writer 
finds very good little sales sermons in 
the democracy and friendship of Abra- 
ham Lincoln; and he runs one story, a 
classic, about the most popular man in 
a city who is a life insurance agent and 
everybody’s friend. But, as a matter of 
fact, there is hardly an incident in his- 
tory without life insurance significance, 
Was there ever a business so prolific in 
arguments for the men engaged in it? 

These Prudential advertisements are 
almost revolutionary in character; they 
are so different from the type of copy 
which has had the run for so long, but 
while all this space is being given to 
The Prudential insurance newspaper 
advertising, a word should be added 
about the company’s publicity in the big 
magazines which go to the general pub- 
lic. Here the keynote has been the real 
service which life insurance has done 
for the nation. They are just about the 
best antidote to Untermyerism that this 
paper has yet seen. 


Caesar, 
many 





A THREAT TO MAKE “OUTLAWS” 
OF INSURANCE PAPERS 

In its last issue “The National Under- 
writer” prints a story to the effect that 
certain officials of the National Asso- 
ciation of Life Underwriters are in- 
censed at insurance newspapers for ar- 
ticles commenting unfavorably on the 
Barkhurst 500 newspaper insurance 
publicity scheme, and it quotes (with- 
out name) remarks of a higher execu- 
tive in the association who says that 
the insurance newspapers are being 


carefully watched with an idea of mak- 
ing outlaws of papers which have been 
shown to be “unfriendly” in this con- 
nection. If any such move is under 
way it would be most unfortunate as 
the relations between the National As- 
sociation and the insurance papers 
should be friendly, and the association 
will get along much better with the 
friendship of the press. This friend- 
ship has been shown on so many oc- 
casions that there can be no possible 
doubt about it. The National Associa- 
tion was founded by an insurance news- 
paper man, Colonel Ransom, of the 
“Standard,” and the papers’ have 
boomed it in a manner such as a trade 
organization in any line has seldom 
been boosted. There is too much com- 
mon sense in the executive council of 
the association to take umbrage at hon- 
est criticism, which, so far as The 
Eastern Underwriter is concerned, has 
been merely to call attention to obvi- 
ously impractical aspects of the Bark- 
hurst situation and to expose the Red 
Letter outfit which in newspaper offices 
has cheapened “the greatest business 
in the world” by offering free insurance 
articles with a promise of “rich” adver- 
tising; and has done so with all the 
methods of tawdry press agentry. 
There is no reason in the world why 
desirable stories about insurance should 
not command thousands of columns of 
space in the newspapers each year, but 
it requires skill, experience and tech- 
nical knowledge to accomplish this. 

In the opinion of The Eastern Under- 
writer Mr. Barkhurst has proved him- 
self unqualified for the job. If he can’t 
handle the daily papers any more tact- 
fully than he has the insurance news- 
papers who have approached him for 
interviews he will not get very far. If 
it is true that he has some syndicate 
connection it would hurt him with any 
syndicate to know that he would accept 
a retainer from a trade organization 
and then use the syndicate as a medium 
to get printed the association’s ma- 
terial and if it is not that kind of a 
syndicate, why the greatest business in 
the world should have nothing to do 
with it. It would be much better for 
the National Association of Life Un- 
derwriters to go into the literary mar- 
ket and buy the exclusive services of 
a good human interest newspaper 
writer. 





BURDEN OF PROOF 
The Court of Appeals recently decided 
an important case in which it was held 
that if a passenger in a street car is 
injured by a collision with another 
vehicle, a presumption of negligence 
arises against the carrier which it must 
explain. The case was that of Martin 
P. Plumb, respondent, versus Richmond 
Light & Railroad Company, appellant, 

(Joseph J. Phillips, defendant). 





Milton W. Heller, formerly a mining 
engineer, is meeting with success sell- 
ing life insurance in New York City. 
He is a graduate of the College of the 
City of New York and of the Columbia 
School of Mines. He will pay for at 
least $300,000 in 1922. 





Mrs. Phebe E. Thorn, of the Albany 
office of the John Hancock, a successful 
writer, is the subject of a picture in 
sketch in the current number of the 
John Hancock “Signature.” 





He that will not sail until he have a 
full, fair wind will lose many a voyage. 
—Virgil, 








The Human Side a 











Copyright Harris & Ewing. 
JAMES 8S. KEMPER 





James Scott Kemper, of Chicago, who 
again was made chairman of the insur- 
ance division of the United States 
Chamber of Commerce at the Washing- 
ton convention, is head of the largest 
mutual insurance general agency in the 
United States. His titles and affilia- 
tions follow: Central Manufacturers’ 
Mutual (fire) Insurance Company, Van 
Wert, Ohio, director and manager of 
the Western Department; Lumbermen’s 
Mutual Casualty Company, Chicago, 
president and general manager; Na- 
tional Retailers Mutual (fire) Insurance 
Company, Chicago, president and gen- 
eral manager; Associate Lumber Mu- 
tuals, manager Western Department. 
Educated in the grammar and high 
schools of Van Wert, and also studying 
law and technical insurance work at 
Armour Institute, Chicago, Mr Kemper 
entered the insurance business in 1905 
with the Central Manufacturers’ Mutual 
Insurance Company of Van Wert. Two 
years later he became special agent in 
Indiana and Western Ohio; and at the 
end of another two years executive spe- 
cial agent, in which position he con- 
tinued until 1911. At that time he went 
to Chicago as manager of the Western 
Departments of the Central Manufac- 
turers and Associate Mutual Lumber. 
The Kemper office also does a life in- 
surance business. Mr. Kemper belongs 
to the Union League Club, Exmoor 
Country Club, Birchwood Country Club 
and Chicago Yacht Club. 

* * ae 

Arthur E. Childs, president of the 
Columbian National Life, delivered an 
address before the Kiwania Club, of 
Pocatello, Ida., during his recent trip 
through the Northwest. 

* * * 


John B. Morton, vice-president of the 
Fire Association, Philadelphia, has been 
re-elected president of the National 
Board of Fire Underwriters, in which 
role he has shown pep, quality, judg- 
ment and a lot of other desirable quali- 
ties during twelve months which were 
important. The turnout at the Sumner 
Ballard dinner on May 25 was a meas- 
ure of his popularity with the fraternity, 
including insurance commissioners, a 
number of whom were in attendance. 

* * * 


Cc. E. Allan, Pacific Coast manager of 
the L. & L. & G., has been re-elected 
president of the Pacific Coast Adjust- 
ment Bureau, 

* * 

Secretary James J. Parks, of the Mis- 
souri State Life, was given the honorary 
degree of Doctor of Law by his alma 
mater, Knox College, Galesburg, Ill. Mr. 
Parks earned the degree of Bachelor of 
Law from this college, 
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High Court Upholds 
Insurance Regulation 


ARGUMENT IN_ SILVER CASE 





Foreign Insurers Can’t Open Herc and 
Write Unauthorized; Property 
Location Immaterial 





A decision has been made in the Ap- 
pellate Division, Supreme Court of New 
York, in the case of People of New 
York versus Sarah Silver, who repre- 
sented the Madison of Indiana, It is 
charged without proper licensing by the 
state. The “Law Journal” gives this 
report of the decision: 

Appeal from judgment of the Court of 


Special Sessions. The defendant was 
convicted on May 27, 1921, of a violation 
of sections 50 and 53 of the Insurance 
Law. The information charges that de- 
fendant did unlawfully act as agent of 
a foreign insurance corporation, to wit, 
Madison Insurance Company of Indiana, 
in the transaction of the business of 
insurance within this state and did 
negotiate for and place risks for the 
said corporation, and did aid such cor- 
poration in effecting insurance in this 
state, although said corporation had not 
fully complied with the provisions of 
the Insurance Law of the State of New 
York, nor had it obtained from the Su- 
perintendent of Insurance of the State 
of New York the certificate required by 
law. 

Appellant contends that it was not the 
intention of the Legislature to regulate, 
control or prohibit contracts of insur- 
ance between foreign insurance com- 
panies not admitted to do business in 
this state and non-residents, covering 
property situated without the State of 
New York. The Legislature is without 
power to forbid the making, within this 
state, of contracts between citizens of 
other states, covering property located 
in other states and to be performed in 
other states, such legislation not being 
within the police power and being in 
violation of the Federal and State Con- 
stitutions, 

Respondent contends that the charge 
is not against the Madison Insurance 
Company for doing business within this 
state without being licensed by the Su- 
perintendent of Insurance, nor is it only 
that defendant aided the insurance com- 
pany in transacting the business of in- 
surance within this state. The charge 
is also that defendant, as an agent for 
such foreign insurance company, nego- 
tiated for and placed a risk with it in 
this state. The Grasselli Chemical Com- 
pany, whose property was insured by 
the defendant, although a foreign cor- 
poration, has been for over thirty years 
licensed to transact business in this 
state. 

The defendant has admitted that if 
the defendant-appellant had in this in- 
surance transaction insured a domestic 
instead of a foreign corporation the 























THE 


TOKIO} 


MARINE AND FIRE INSURANCE COMPANY, Limited 
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UNITED STATES FIRE BRANCH 


statutes of New York State would have 
been violated, even though the property 
insured was located outside of this 
state. 

There is no attempt here to give ex- 
traterritorial effect to the laws of this 
state, as defendant asserts. The con- 
stitutional right of the state to regulate 
all transactions within the state relat- 
ing to the business of insurance cannot 
be disputed. The general provisions of 
the Insurance Law apply to any acts 
done within the state which in any 
manner aid a foreign unauthorized in- 
surer in transacting business in this 
state, whether the property insured is 
within or without the state, and irre- 
spective of the citizenship of the owner 
of the property insured. The wording 
of the statutes and the public policy of 
the state require such construction; 
they have been uniformly so interpreted 
in this and other states, and the statutes 
when so construed are constitutional, 
If appellant’s construction of the New 
York statute should prevail any foreign 
insurer could openly establish an office 
in this city and transact business on 
property located outside of the state 
without supervision, regulation or tax; 
such construction, if followed by other 
states, would be wholly subversive of 
state regulation and taxation of the 
business of insurance in the United 
States. The courts of this state have 
held that under the provisions of sec- 
tion 1199 of the Penal Law, which are 
very similar to those contained in sec- 
tion 50 of the Insurance Law, under 
which the defendant appellant stands 
convicted, the location of the property 
outside the state is immaterial. A per- 
son effecting or negotiating a tontract 
of insurance in this state with a non- 
admitted insurance company of the 
State of Indiana covering property in 
Indiana of an Ohio corporation which 
by compliance with the laws of this 
state has been licensed to transact busi- 
ness in this state is guilty of a crime 
under the provisions of sections 50 and 
53 of the Insurance Law. 





INSPECTOR'S QUALITIES 


In “Building Construction As Applied 
To Fire Insurance, and Inspecting For 
Fire Underwriting Purposes,” by C. C. 
Dominge and W. O. Lincoln, and pub- 
lished by the Spectator Company, the 
late Capt. Stratton is quoted as giving 
these for qualifications of an inspector: 

A man who never worries. A man in 
perfect health. A man who never rests. 
An expert architect. An expert con- 
struction engineer. An expert fire pro- 
tection engineer. An expert in knowl- 
edge of manufacturing processes. An 
expert chemist and analyst of hazards 
and causes of fires. An expert ad- 
juster. A diplomat and a prize fighter. 

Some qualifications! 





R. W. Henry, assistant secretary of 
the Board of Fire Underwriters of Alle- 
gheny county, is back at his desk after 
undergoing an operation for the re- 
moval of his tonsils. 











J. A. KELSEY, General Agent 
80 MAIDEN LANE, NEW YORE 
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UNITED AMERICAN 
FIRE INSURANCE COMPANIES 


ASSETS OVER $9,000,000 
LARGE REINSURANCE FACILITIES 
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COLUMBIAN NATIONAL 
FIRE INSURANCE COMPANY 





Built on its REPUTATION of SER- 
VICE to its LOCAL AGENTS 
The sign of the COLUMBIAN NA- 
TIONAL backed by its integrity is the 
sign of good insurance 

T. A. LAWLER, General Manager 
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L Telephones: John 63-64-65 


LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 
Commonwealth Insurance Co. of New York 
London & Scottish Assurance Corp., Ltd. 
National Security Fire Insurance Co. 


BROOKLYN AND SUBURBAN AGENTS 
Northern of London 
Commonwealth of New York 
Detroit F. & M. of Mich. 
London & Scottish of London 


NEW YORK OFFICE: 
ONE LIBERTY STREET 


Firemen’s of New Jersey 
Globe & Rutgers of N. Y. 
National Security Fire of Neb. 
Indemnity Ins. Co. of N. A. 


BROOKLYN OFFICE 
145 MONTAGUE STREET 
’Phones: Main 6370-6371-6372 
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What a wonderful thing a real sense presence of the man who laughs. Fate Fire & Marine Insurance Company 
of humor is and how few persons ap- cannot understand it and when she 


preciate its value, 

I am now not referring to the Mutt 
and Jeff, slap stick kind of humor but 
the sort that oftentimes saves the situa- 
tion and helps us laugh away our fears 
and troubles, 

I recall a time when an old friend of 
mine was dying and he knew at best he 
had only a few hours more to live. He 
had been a man who all his life had 
worked very hard and had made a 
rather remarkable success from a stand- 
ing start, and [ remember how he look- 
ed up from his pillow in the midst of 
his pain, and, with a very clear knowl- 
edge of how little time was left to him, 
said to me with a flicker of a smile in 
his eyes. “And yet the situation is not 
without its humor.” 

That was a splendid remark and 
somehow reminded me of Caesar's terse 
message, “J came, [ saw, I conquered.” 
For this man had come and seen and 
conquered fate and proposed, like Napo- 
leon’s old guard, “to die, but never to 
surrender.” 

Sir Phillip Gibbs said that one of the 
greatest things in life was laughter, and 
| gather that he did not mean the cyni- 
cal sort, the mirth that is the result of 
other people’s misfortunes, but that 
bright, joyous, hearty and human ex- 
pression of happiness that is epitomized 
in a hearty laugh that comes from the 
heart. 

Death 
cherished 


failure of a 
powerless in the 


and sometimes 
hope are 


observes the weapon of laughter on the 
face of her victims, both Fate and Fail- 
ure slink back into their dens of dark- 
ness and are afraid. 

I heard a man laughing on the sub- 
way train the other day—a real hearty 
laugh—the kind that comes from the 
heart-—the infectious sort, and while I 
had no idea what he was laughing about 
it made me feel good for the rest of the 
day. 

There is too much gloom in the world, 
Most folks evidently feel that if they 
were caught smiling somebody would 
want to borrow money of them. 

| walked into the breakfast room of 
our club not long ago and there were 
a dozen men sitting at various tables 
cracking eggs and drinking coffee and 
every one of them looked as though he 
hated himself and everything else in 
the world, The waiter having inadver- 
tently opened some eggs for one of them 
and the club member evidently having 
given orders to the contrary, said club 
member let out a roar of anger that 
couldn’t have been greater if he had 
been suddenly informed that his entire 
fortune had been swept away and all 
his friends had died of the plague. 

A few days ago I was driving my 
car up a hill where children were coast- 
ing. The thermometer was down around 
zero and the poor little Italian who had 
been hired to red flag a cross street 
waved it vigorously for me to stop and 
then apologized for having done so, re- 
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moving his hat and giving me a smile 
that should have been handed out to a 
Madison Square Garden audience, 

It is said that it requires the use of 
ten times as many facial muscles to 
frown as it does to smile, so for the re- 
mainder of this day at least, let us, in 
adding the lines that come with the 
years, be sure that they are around 
our mouths and not on our foreheads. 


So here endeth the second lesson. 


a. Weed, 


SUE A GOVERNOR! 
Governor Edwards of New Jersey is 
being sued for $15,000 by a woman who 
declares that her husband was killed 
by his automobie. The Governor's at- 
torney denies that his car was respon- 
sible. 
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ASSETS AND LIABILITIES 


Capital ...........$ 600,000 


Reserve  Reinsur- 
ance Funds ..... 1,562,257 


Reserve all other 





liabilities ....... 183,956 
Net Surplus ...... 789,027 
| ee $3,135,240 


Policyholders Surplus, $1,389,027 








D. H. Dunham, President 

Neal Bassett, Vice-President 
John Kay, Vice-Pres, & Treasurer 
A. H. Hassinger, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, N. J. 


Organized 1854 


Statement January 1, 1922 
ASSETS AND LIABILITIES 


Capital ...........$1,250,000 
Reserve’ Reinsur- 
ance Fund ...... 5,021,670 


Reserve all other 
liabilities ....... 1,405,201 


Net Surplus ..... 2,840,571 


Motel .isiccccccc SlO SIT 462 
Policyholders Surplus, $4,090,571 











H. M. Gratz, President 
D. H. Dunham, Vice-President 
Neal Bassett, Vice-President 

John Kay, Treasurer 
A. H. Hassinger, Ass’t Sec’y 


THE 
Girard F. & M. 
INSURANCE CO. 


of Philadelphia 


Organized 1853 


Statement January 1, 1922 
ASSETS AND LIABILITIES 


Capital ..........$1,000,000 


Reserve’  Reinsur- 
ance Fund ...... 2,240,933 


Reserve all other 


liabilities ....<.. 267/721 
Net Surplus ..... 851,855 
| Lea .. -$4,360,509 


Policyholders Surplus, $1,851,855 














Loyal to friends and loyal agents 














Too little value is placed on this im- 
portant factor, We are continually ap- 


praising others and selling ourselves 
by means of the first impression re- 
ceived and created. A wel groomed 


appearance goes a long way towards 
making a favorable impression. We all 
prefer the neat to the slovenly, says 
“Service,” the paper of the National 
Bureau of Casualty & Surety Under- 
writers. 

Dress is mostly a matter of detail, a 
fact well recognized by woman, but 
sometimes over ooked by the male sex. 
We often judge persons by the clothes 
they wear before we have seen their 
faces or heard their voices. The effect 
of a new suit is spoiled if the boots lack 
the lustre of a shine. Extremes in cut 
or color of wearing apparel offend the 
eye and are decidedly out of place in an 
office or business house. Runover heels, 
frayed edges of clothing, spots, missing 
buttons, holes or runs in hosiery, soiled 
g oves and linen are paraded with care- 
less abandon. 

Fingernails, hair and teeth, if not 
properly cared for, will seriously detract 
from a favorable impression made by 
correct dress. 

A little care will soon result in an 
unconscious regard for al these details. 
Keep your clothes well pressed and 
brushed. Two suits and two pair of 
boots worn alternately, are true econ- 
omy, as they will last three times as 
long as one suit worn continuously. 
Don’t affect all the new sty es unless 
they are becoming and then only if you 
can afford frequent replacements. We 
cannot all be handsome, but we cer- 
tainly can appear well groomed and 
that, together with an agreeable dis- 
position, will 'ead us towards content- 
ment which is the only true success in 
life. 


STANDARD POLICY LAWS 

There are thirty-two states having 
laws requiring the use of a specified 
form of fire insurance policy. These 
are modeled on the old or the new 
standard form of fire insurance policy 
of the State of New York, adopted as of 
1887 and 1918, respectively. Many of 
the states have made changes, slight 
or extensive, so that seventeen different 
standards are prescribed and in use, not 
counting special forms such as_ the 
dwelling house or the combined fire and 
tornado policies which many companies 
distribute to their agents. These stand- 


ard policy laws in general forbid the 
use of any form of fire insurance policy 
that differs from the adopted standard 
as to text, provisions, requirements and 
conditions and even as to dimensions, 
blank spaces and size of type. 
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At Age 90 Holden 
Adjusts R. R. Losses 


ILLINOIS MAN STILL ACTIVE 








Adjuster for Pailroad Insurance Syn- 
dicate Was Prominent in Chicago 
Fire Settlements 





An insurance career which began 
more than fifty years ago when he ad- 
justed the losses of the Insurance Com- 
pany of North America in the great Chi- 
cago fire lies behind J. L. Holden, of 
Aurora, Ill., railway claims adjuster for 
twenty insurance companies. 

Mr. Holden was born on a New Hamp- 
shire farm near Charleston in June, 
1832. His schooling fitted him for a 
post as mechanical engineer and he 
spent several years as chief accountant 
and mechanical engineer in the locomo- 
tive and carshops of the Chicago, Bur- 
lington and Quincy Railroad, at Aurora, 
lll. Later he became interested in in- 
surance and was appointed Illinois state 
agent and adjuster for a fire insurance 
company. His first important work in 
this capacity was in adjusting the com- 
pany’s losses in the great conflagration 
of 1871. 

He was retained as claim adjuster in 
1885 by E. F. Beddall, then United States 
manager of the Royal, who was also 
chairman of the Railroad Insurance 
Syndicate, specializing in the coverage 
of railroad schedules throughout the 
United States. The syndicate included 
nine companies, of which the Royal, 
Phoenix, of London, and the Liverpool 
& London & Globe were three. He has 
carried this work for thirty-seven years, 
in the meantime serving other groups 
as well, including the Railroad Under- 
writers, of Chicago, the Montreal Syn- 
dicate, and Hutchinson & Rivinus, of 
Philadelphia. The men with whom he 
was first associated in these interests 
have al! stepped out of their places, but 
Mr. Holden holds firm friendships with 
the members of the younger generation 
which succeeded them. 

The Railroad Insurance Association 
now takes the place of the original syn- 
dicate, 

Adjustment of railroad claims has car- 
ried Mr. Holden into every state of the 
Union, most of them many times, dur- 
ing the last thirty-seven years. He has 
visited every province of the Dominion 
of Canada, and has made five trips to 
the old City of Mexico during the tran- 
quil regime of Diaz. The largest busi- 
ness of any year in his life was his 
seventieth year, the largest decade’s 
business when he was between seventy 
and eighty years of age, He has trav- 
eled 1,600,000 miles, spending an aver- 
age of 150 nights each year in sleeping 
cars, 

Closing a letter to The Eastern Under- 
writer describing his career, Mr. Holden 
explained that he had just returned 
from Montreal and was resting at his 
home, adding: 

“T have done all the business of this 
nature with the Canadian Pacific Rail- 
road for thirty years.” 

Mr. Holden is still active in his busi- 
ness. He handles many claims every 
year, but exercises a well-earned right 
to handle only those which interest him 
and which he cares to handle person- 
ally. His office is located at 53 West 
Jackson Boulevard, Chicago. <A daily 
press report recently gave him credit 
for settling claims of more than $55,000,- 
000. “Quit? I should say not!” the 
er quotes him. “Work keeps me 
alive.” 


Cc. U. RADIO CIRCULAR 

; The Commercial Union has issued a 
circular on the proper installation of the 
radio, giving a general explanation of 
the principles involved and quoting Rule 
86 of the National Electrical Code, 
recommended by the National Fire Pro- 
tection Association. Agents are request- 
jag large numbers for distribution 
among radio fans and find them a pow- 
ip advertising medium, as well as 

influence against unnecessary fires, 
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“Greatest Era of Prosperity 
at Hand,” says Gary 


These words of optimism from Elbert H. 
Gary, one of America’s industrial giants, 


hold much of 
men generally. 


Judge Gary voices the belief that the 
country now seems nearer a realization of 
big and profitable business which has been 
ahead of us all these years, though it has 
been at times obscured. 


Insurance Agents, familiar with the part 


insurance 


and expansion, will 


encouragement to business 


plays in business development 
welcome the revival 


which Judge Gary sees in the offing. 
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INSURANCE COMPANY 
ELBRIDGE G. SNOW, President 
Aircraft, Automobile (Complete Cover in Combination 
Policy), Earthquake, Explosion, Fire and Lightning, Flood, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits and 
Commissions, Rain, Registered Mail, Rents, Rental Values, 
Riot and Civil Commotion, Sprinkler Leakage, Tourists’ 
Baggage, Use and Occupancy, Windstorm. 





STRENGTH 





REPUTATION 


SERVICE 
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Dowling Shows Faith 
In Insurance District 


IT WILL CONTINUE TO GROW 








Gets Farrish’s Chop House Property; 
One of Leading Real Estate 
Operators in City 





That William Street will remain the 
bulwark of the insurance district of 
New York City as Wall Street is the 
hub of the financial section is the firm 
belief of Robert E. Dowling, financier, 
builder and real estate operator. He 
erected and controls the big City In- 
vestment Building at 165 Broadway, 

Sonie mystery has clothed the pur- 
chase of property on William and John 
streets containing the historic Farrish’s 
Chop House. It is learned that the 





Copyright Underwood & Underwood. 
R. E. DOWLING 


property will come into possession of 
Mr. Dowling and some associates in 
1925. The parcel is a small one, only 
twenty-seven feet six inches by eighty 
feet, and what use will be made of it is 
naturally attracting attention on the 
Street. 

“We have not fully made up our 
minds yet,” said Mr. Dowling, “but the 
chances are that we shall erect an office 
building there.” 


Built Thirty-two Story Skyscraper 

The present offices of Mr. Dowling 
are in the new Adams Express Building 
at 61 Broadway, which he also built and 
he is also president of the Adams Ex- 
press Construction Company, a thirty- 
two story skyscraper. Recently, he 
bought one of the biggest apartment 
houses on the Upper West Side. 

When a representative of The East- 
ern Underwriter called upon Mr. Dow- 
ling a few days ago for the purposes of 
asking his opinion of real estate in the 
insurance section, he found a tall, dis- 
tinguished-looking, well-groomed man, 
active, affable and democratic. 

“1! think,” he said, “that the values in 
the insurance district will remain firm. 
There are many things about the dis- 
trict which appeal to real estate opera- 
tors, not the least being the character 
of the tenants. I think you will find 
about as fine a class of tenants in the 
insurance district as anywhere in the 
world. Furthermore, the business is on 
a rock bottom basis. By its very nature 
insurance is a solid, permanent busi- 
ness. The companies insure existing 
values, such as _ property and ships, 
which must have this protection. In- 
surance is the foundation of credit; 
without it economic life would be stifled. 
Naturally, the new Federal Reserve 
Bank Building in the Maiden Lane dis- 
trict will cause some changes, and in 
my opinion it will be the center of a 
financial district such as that which sur- 
round the Bank of England, but as-in 
London and everywhere finance and in- 
surance will dwell side by side. 

“While rents in the insurance district 
are smaller than in the uptown retail 
district, tenants there change frequent- 
ly, while down here they do not, I have 
seen the onward march north at close 
quarters as I have operated along Fifth 
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avenue from Fifteenth 
Fifty-seventh street.” 
Thinks Big Bank Will Be Ready in 1924 

In Mr. Dowling’s cpinion the Federal 
Reserve Bank Building will be finished 
about 1924. The building and equip- 
ment will cost about $20,000,000. 

In the course of his conversation Mr. 
Dowling alluded to the fact that, al- 
though he was generally spoken of and 
introduced as a native New Yorker, he 
was really born in California. His 
parents brought him here when he was 
seven months old. His father was one 
of the original pioneers who sought gold 
out on the Coast in 1849. His mother 
joined his father there in 1860. Mr, 
Dowling began his downtown operations 
in real estate in 1895 and has erected 
many structures, including some on 
William street. He sold the City Invest- 
ment Building at 165 Broadway for 
$10,000,000. 


street up to 





WILL TRY TO COLLECT $55,000 


Mrs. Robertson Discharged After Trial 
Following Mysterious Theft of 
Jewels; Lloyd’s Insurance 
Mrs. Sarah L. Robertson, who was 
arrested on charges of conspiracy and 
larceny in connection with the robbery 
of her jewels, and who was insured in 
Lloyd’s for $55,000, was freed by a jury 
in Freehold, N. J. The case has had 
many sensational twists, and insurance 
representatives have figured actively in 
it. It is believed that Mrs. Robertson 
will now enter upon a stiff fight to get 

the insurance. 
TRANSFER AGENCY 

The Philadelphia agency of the 
Columbian National Fire of Lansing, 
Mich., has been transferred from the 
American Insurance Agency to Arthur 
S. Glaser. 

The Integrity Mutual Casualty of Chi- 
cago is organizing a department to han- 
dle fidelity bonds, plate glass and bur- 
glary insurance. 


Square Play for Both 
Assured and Agency 


CASE’S IDEA OF ~ RELATIONSHIP 


Talks to Georgia Association at Tybee 
Island; Making Successful Tour 
of South 


The assured’s responsibility to the 
agent, as well as the 
bility to the assured, were subjects dis- 
cussed by President Case, of the Na- 
tional Association of Insurance Agents, 
before Georgia agents at Tybee Island 
on May 26, during the southern tour of 
the National Association’s president, 
Some extracts from Mr. Case’s talk 
follow: 

“A close relationship between com- 
panies and agents has been pleaded for 
months. In this sentiment I heartily 
concur, but best results cannot be ob- 
tained unless a spirit of confidence and 
co-operation py the public at large can 
be secured. Nine out of ten of the pub- 
lic in the past have seemed to say, ‘I 
have paid my premium to the agent and 
have taken his receipt. I have there- 
fore done all that is expected of me and 
my responsibility has ceased. If a loss 
occurs I shall expect to collect as soon 
as possible.’ 

“In most instances that is exactly 
what happens, but sometimes something 
is required of the policyholder, which 
he frequently fails to do. Misunder- 
standings occur in consequence and the 
result is harsh, and unjust criticisms are 
made which place the entire insurance 
business under suspicion. 

Better Understanding 
“A better understanding of some of 


agent’s responsi- 


the duties of all parties may he defined. 
First, the local agent should never issue 
a policy until convinced in his own mind 
that the customer is a good moral risk. 
Second, he should be reasonably sure 
that the property to be insured is worth 
more than the coverage desired. ‘The 
local agent should always endeavor to 
acquaint the assured with every feature 
of the policy. It is part of ‘service’ to 
insist that the risk is properly rated, 
and where it is possible, the agent 
should show his client how this rate 
may be reduced by correction of exist- 
ing hazards and the installation of 
certain additional protection. 

“The assured has a right to expect 
complete information and instruction 
from the agent, who must be the insur- 
ance counsellor. If the assured does not 
receive such service from the agent 
with whom he is dealing, he should 
place his business with another agent. 

“On the other hand, the agent has a 
right to expect something from the as- 
sured. First, every policyholder should 
read his policy contract. Second, he 
should familiarize himself with the gen- 
eral terms of each policy contract. 
Third, he should immediately notify his 
agent of any change in occupancy or 
hazard and ask issuance of endorsement 
covering the same. Fourth, he should 
interest himself in the fire prevention 
program and apply its teachings to his 
own property. Fifth, he should know 
something about the standing, under- 
writing principles and practices of the 
companies writing his policies and be 
convinced that they are subscribing to 
all ethical practices. Sixth, he should 
at all times have an interest in the in- 
surance business as a whole and seek to 
elevate it in every possible way. 

“Too often the public has the impres- 
sion that insurance companies are pro- 
fiting enormously at its expense and 
that graft and unjust profit are ram- 
pant. Therefore, the public should in- 
form itself as to facts and not be led by 
rumors and half-truths, When the pub- 
lic assumes this attitude and lends its 


sympathetic co-operation to make con- 
structive criticisms of existing condi- 
tions of the business, the public, agents 
and companies will all benefit thereby. 

“If the assured has the right to expect 
that agents shall have character, busi- 
ness ability and a knowledge of the 
laws of the state wherein they reside, 
and demands that the companies line up 
to the letter of the law and consistently 
maintain good practices, the assured 
should also know that the agent has a 
right, naturally, to expect the assured 
in turn to ‘play the game’ on the level 
and meet the agent at least half way.” 





EDUCATIONAL ADS 

The Chicago Board of Fire Under- 
writers have appointed a publicity com- 
mittee consisting of P. B. Hosmer, of 
Hosmer & Company; Fred Y. Coffin, of 
Moore, Case, Lyman & Hubbard, and 
L, P. Warren, of the Milwaukee Me- 
chanics. The purpose of the committee 
is to prepare a series of educational 
advertisements to acquaint the public 
with the various branches of services 
rendered by the Chicago Board, as well 
as the National Board. 


CHICAGO EXAMINERS 

With a large attendance the Fire In- 
surance Examiners’ Association of Chi- 
cago met this week. John F. Stafford, 
western manager of the Sun, of London, 
gave an interesting and illuminating ad- 
dress on the possibilities of the insur- 
ance business for the young man who 
applies himself assiduously to his duties 
and cited numerous instances of men 
occupying executive positions with vari- 
ous companies who started in a minor 
capacity. 








NEW JAMES PARTNERS 
Karl D. King and Francis R. Blossom 
have been admitted into the partnership 
of Fred S. James & Company. Mr. King 
has been manager of the casualty de- 
partment of Fred 8. James & Company 
for the past fifteen years. 
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Farm Insurance Not 
Very Encouraging 


I. D. GOSS EXPLAINS SITUATION 








Manager of Farm Department of the 
Continental Says Business 
Is Hard Hit 





I. D. Goss, manager of the farm in- 
surance departmen* of the Continental 
at Chicago, was in this city last week 
visiting the home office on business. 
He was seen by The Eastern Under- 
writer representative and asked his 
opinion as to conditions. He frankly 
said that the situation was discourag- 
ing owing to the general depression in 
the farming industry, but there was no 
doubt that “the farmer would come 
back.” He said: 


“The fortunes of the business of 
writing farm insurance must neces- 
sarily follow the fortunes of the farmer 
and the farmer has been very much 
depressed since September, 1920. I 
think it doubtful if there is in the East 
any very real appreciation of the hard- 
ships which the farmer has experienced 
in the last twenty months. There is 
something of an impression everywhere 
that the farmer is a chronic grumbler 
in good seasons and bad, and so when 
he complains with very good cause he 
is not always taken seriously. It is 
quite the belief in the West that the 
readjustment through which the farmer 
is passing is the most severe in the 
history of agriculture in America. It 
may also be said that the East will be 
less inclined to attach due significance 
to the farmers’ misfortune for the rea- 
son that he has become further and 
further removed from them. Residents 
of the rural communities in the East 
have devoted themselves more and 
more to dairying, trucking and fruit 
raising and the real farmer has been 
pushed westward. In sections of our 
country where urban population pre- 
cominates the dairy and truck farmer 
is prosperous even when times are 
hard. He has a re‘iable and steady 
market. He can to some extent avoid 
crop failure, his transportation prob- 
lem is not serious and what is equally 
important he is able through co-opera- 
tion to maintain prices at a fair level. 
The grain farmer in the West is with- 
out chart or compass. When he puts 
his seed in the ground he must trust 
to good seasonal conditions for a har- 
vest and to favorable market conditions 
for a profit. If either fails him he 
has lost his year’s work and it requires 
an equa! length of time to make an- 
other trial. 

Farm Insurance Hard Hit 

“Farm insurance has been hard hit 
along with the farmer. If a premium 
decline were accompanied by a propor- 
tionate decline in losses there would be 
much less cause for anxiety; but, with 
the premium decline as the result of a 
general depression, we find always cer- 
tain elements, notably moral hazard, 
which cause losses to increase. Just 
this has happened to the farm business. 
To make matters worse much farm 
property had been written when values 
were at the war-time level. Agents of 
most companies had been encouraged to 
rewrite their business on this basis of 
high prices, and these policies were 
written for three and five years. When 
prices hit the toboggan much _ prop- 
erty was over-insured and is today. 
This is an unhealthy condition and 
always leads to the same result. Farm 
property is isolated, which fact in itself 
increases moral hazard. It is unpro- 
tected and in case of fire a total loss 
can always be expected. Also, in a 
period of depression, there is a relaxa- 
tion of the effort to prevent fires. Prop- 
erty is less highly regarded. There is 
a reluctance to spend money for im- 
provements, If a chimney should de- 
velop a defect it will not be rebuilt. If 
a shingle roof is old and highly inflam- 
mable it will not be replaced. On the 
whole, the farm business has been dis- 
couraging and with little signs of im- 
provement. We thought our premiums 


had hit the bottom early in 1921, but we 
find we were mistaken. The farmer 
does not go without insurance, but he 
holds down to the lowest possible mini- 
mum and he sometimes decides to sat- 
isfy himself for a while with a cheap 
substitute in the form of a mutual 
policy. 

“The farmer will come back, of that 
there is no doubt, and the business, of 
farm insurance will be restored to nor- 
mal in time, but it is a class on which 
the margin of profit is very narrow at 
best and which will always require vigi- 
lant and careful handling if written with 
even fair success. 

“A great many companies have en- 
tered the farm business in the last three 
years, but in my opinion not many of 
them will find the field attractive 
enough to remain in it. The compara- 


tively small group of companies which 
has written farm business for years and 
has acquired both volume and experi- 
ence is most likely to continue to hold 
the center of the stage.” 





ENTERTAIN FAIR SEX 
The Smoke and Cinder Club of Pitts- 
burgh honored the ladies last week, 
when the sixteenth annual ladies’ night 
was held in the William Penn Hotel. 
The program included cards, dancing 
and refreshments. 





JOIN BOARD IN PITTSBURGH 

The La Salle Fire, of New Orleans, 
and the Standard American Fire of Chi- 
cago were accepted into membership by 
the Board of Fire Underwriters of Alle- 
gheny county at its meeting this week. 


AT DESK AT AGE 83 

President Elihu C. Irwin, of the Fire 
Association, holding the distinction of 
being one of the oldest insurance cor- 
poration chief executives in the United 
States actively engaged in the perform- 
ance of his duties, celebrated his eighty- 
third birthday on May 24, at his desk 
pursuing his daily official routine. Upon 
being asked if he attributed his vigor- 
ous health to indulging in golf, he re- 
torted: “I am not old enough to play 
golf. Work and vigorous exercise will 
do me for awhile. 1] be'‘ieve in work. 
It keeps a person mentally alert. I 
want to be mentally active and useful 
as long as I am to live.” 








William A, Mackay, general manager 
of the London & Scottish, is in this 
country. 














NOT FOR PUBLICATION Linnie cri el 


<eWr you have read Kipling’s “Kim,” you will 
remember the situation when Kim was ab- 
solutely helpless unless: the bazaar letter- 
writer performed his task properly. His whole 


future was at stake. 


“The future of the Fireman's Funp is at stake 
and dependent upon the correct performance of 
each employee's individual task. 

“The Fireman's Funp is one of the big organi- 
zations having a definite ideal of service —not 
merely skillful attention to details, but the very 


spirit of service itself. 


“ We are working for the Fireman's Funp. Its 
ideals are ours. As our force changes or grows, we, 
who have received our baptism of idealism, must 
do all we can to pass it on to the new arrivals.” 


The paragraphs you have just read were not 
written for publication. They are from an ad- 
dress by Miss M. L. Hunter, head of the Dicta- 
phone Transcribing Department, to the Head 


Office employees, at one of their regular educa- 


tional meetings. 


As the author of the address has said, the Fire- 
MAN’s Funp has a definite ideal of service. Her 
remarks bear evidence that this ideal has spread 
through the whole company. Every member 
strives to carry it into effect in the execution of 


his or her individual task. In the Dictaphone De- 


partment it means return mail service. For the 
FireMAN’s Funp as a whole it means an excellent 
company to represent from every standpoint 
from which an agent may judge a company. 


Fire, Automobile €& Marine Insurance 


FIREMAN’S FUND 


INSURANCE 
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Actuarial Bureau 
Reports Progress 
STATISTICS IN 


GOOD SHAPE 





Loss Reports Show Increase in 1921; 
Up 21% So Far This Year; Loss 
Service Increasing 


The report of the Actuarial Bureau 
Committee of the National Board of 
Fire Underwriters covering 1921, de- 
scribed by Chairman Wilfred Kurth as 
“the busiest and most productive year 
in the history of the Actuarial Bureau,” 
is full of interesting material. Follow 
ing are excerpts from the report cov- 
ering the most important items: 

A ciassified fire record of the experi 
ence of all the companies, while in- 
volving enormous detail and tremen- 
dous expense, is quite generally con- 
ceded to be a necessity if we ara to 
comply with the requirements of vari- 
ous insurance departments acting under 
the provision of certain’ state rate mak 
ing laws in a number of states, and 
give to our membership positive and 
reliab e information with regard to 
risks written, premiums received, and 
losses paid and their relative ratios 
segregated by class of occupancy and 
cause of fire. Your committee is now 
able to report the accomplishment of 
their plan of a year ago, and are pre- 
senting that data at this meeting, 
showing the combined figures of 1918, 
1919 and 1920; and it is gratifying to 
state that a large majority of our mem- 
bership have contributed to these 
figures. 

This data has been furnished the 
Bureau annually under the headings of 
amounts written, premiums written, and 
cancellations, subdivided by construc- 
tion and protection, arranged accord- 
ing to state by class. Losses are re- 
ported, individually, on adjuster’s loss 
reports. This method of reporting is 
the logical one for our records, but 
for reference purposes as to classifica- 
tion results, it is believed that an ar- 
rangement showing class by state will 
be preferable, inasmuch as the experi- 
ence by class is the primary object of 
these compilations. 

The statistics have therefore been 
transposed from state by class to class 
by state, for such classification pur- 
poses, and are being assembled in book 
form under the following captions: 

Class--incuding number, and occu- 
pancy covered—divided by state—-sub- 
divided by construction and protection 

showing amount written, losses paid, 
premiums written, burning rate, loss 
ratio. 

Loss Reports 

In accordance with the usual cus- 
tom, we show a comparative table for 
a six-year period, as follows: 


No. of 

Year Received Claims Loss 

1916 .. 750,000 361,742 $208,706,362 
1917 .. 678,000 356,896 231,628,040 
1918 .. 581,829 328,737 283,103,101 
1919 .. 588,013 310,897 256,432,319 
1920 .. 705,088 338,946 358,309,342 
1921 .. 812,357 *350,000 388,049,017 


“Estimated by comparing the complete 
records of the same twenty states for 
1920 and 1921, 

The volume of reports passing 
through this Bureau in 1921 showed an 
increase of 15.2% over those of 1920, 
and up to May 1 of this year we have 
received 338,625 reports, an increase of 
21% over last year’s figures for the 
same period. It may be noted that a 
large number of the reports received 
this year relate to fires occurring late 
in 1921, but as this condition always 
prevails, in mere or less degree, the 
matter adjusts itself. 

Relieves Individual Companies 

One of the most beneficial services 
and one perhaps not generally recog- 
nized, which the Actuarial Bureau ren- 


ders to its company membership is the 
compliance with the laws of some 
eighteen states in which the State Fire 
Marshal's office requires filing of all 
losses, including the individua! names 
of the companies interested and the 
amount of their participation in the 
loss. By ruling of these state officials, 
the Actuarial Bureau is permitted to 
serve as agent for its membership, thus 
relieving them individually of the vast 
detail inyolved in recording this infor- 
mation. It is very essential that the 
Bureau receive full co-operation from 
every company in order that this ar- 
rangement may continue; and unless 
complied with through the Actuaria! 
Bureau, the filing of individual returns 
will be required of each company 
separately. 
Loss Information Service 

This department of the Actuarial 
Bureau continues to demonstrate its 
value to the large number of our mem- 
bership who are making daily use of 
this service, and an increasing number 
of companies are reporting actual sav- 
ing as a result of reference to these 
files. A cordial relationship has been 
established with adjusters, fire mar- 
sha’s, fire chiefs and others from whom 
much valuable data is secured, thereby 
adding greatly to the character of in- 
formation supplied by this service. The 
record obtained from the company re 
ports filed with the Bureau, supported 
by what might be termed official re- 
ports from other sources, unquestion- 
ably makes the data which we are able 
to give the companies the most reliable 
and complete information available. 

Since the establishment of this ser- 
vice, 24,000 cards have been issued, on 
which are indicated the individual rec- 
ords which have been unsatisfactory 
from an -underwriting standpoint. In 
1921 requests for information covering 
10,187 of these cases were received, 
and for the four months of 1922 the 
number of such requests shows an in- 
crease over the same period of last 
year of 107%. 

In order to limit the use of the in- 
formation to those entitled to receive 
it, the following ruling was adopted by 
your committee and confirmed by the 
Executive Committee: 


1. No company or representative - 


shall be supplied, if representing 
fire companies not members of 
the Actuarial Bureau. 

General 2gencies, unless operating 
in six or more states, shall be 
supplied cards applicable only to 
the territory covered by them, 
except on approval of this com- 
mittee. 

3. No local managers or agents to 

be supplied. 
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Support Given Public 
Relations Committee 


G. M. LOVEJOY SENDS REPORT 


Activities of Committee to Be Con- 
tinued in Manner to Benefit 
Insurance and Public 


One of the most interesting reports 
at the annua! meeting last week of 
the National Board of Fire Under- 
writers was the report of the commit- 
tee on public relations, of which George 
M. Lovejoy igs chairman. He said: 

“Among the more important matters 
affecting the business of fire insurance 
is the relationship of the underwriting 
companies with the public and with 
the agents, and since its inception, this 
committee has endeavored to promote 
a spirit of cordial co-operation, along 
sound and constructive lines, by stimu- 
lating public interest in fire prevention, 
by interpreting the work of the fire 
underwriters, and by being of service 
to the local agents. Each year, due 
in large measure to the activities of 
your committee, an increasing amount 
of news space and editorial comment 
is devoted by the newspapers and the 
magazines to fire prevention, an indi- 
cation that these important influences 
of public opinion are coming to realize 
the economic necessity for reducing the 
fire waste. 

“A'lLof our members are familiar with 
the committee’s periodical, ‘Safeguard- 
ing America Against Fire,’ issued 
monthly to a carefully selected mailing 
list of some eighty-nine thousand, in- 
cluding local agents, state fire mar- 
shals, fire chiefs, business and civic 
organizations, and others. During the 
past year this bulletin has carried ar- 
ticles covering a number of different 
phases of fire prevention, and has pub- 
lished exc’usive statistics on fire loss- 
es in special occunancies. Much of 
this material was reprinted, or com- 
mented upon by the press throughout 
the country, thus securing presentation 
to a verv large number of readers. 
‘Safeguarding America Against Fire’ is 
a valuable medium in the launching of 
snecial fire prevention campaigns un- 
dertaken by the committee during the 
year, such as that against the careless 
smoker, making’ Christmas fireproof, 
cleanup week and Fire Prevention Day, 
and illustrated posters have been dis- 
tributed for local use by organizations 
and individuals, in carrying on these 
campaigns. Fire Prevention Day 
achieved national success. After se- 
curing from President Harding a proc- 
‘amation of the Day. co-operation in 
its observance was enlisted on the part 
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Business Men— 
you must think your 


way now! 


TIMES are different. We are doing 

usiness now on a falling market. 
The times call for new and infi- 
nitely better salesmanship. Those 
who understand—those who think 
their way through the problems 
that confront them today — will 
win. They will survive. They will 
prosper. 

If you are one who desires more 
light, and desires to meet others 
seeking more light—others who are 
alert, like you, to the need of 2 
better understanding—then you are 
invited, regardless of membership 
in the Association, to attend the 
great 


Eighteenth Annual Convention 


Associated Advertising Clubs 
of the World 


Milwaukee, June 11 to 15, 1922 


Here is a five-day Forum—a school 
into which thousands of minds 
alert to the salesmanship needs of 
the times—will assemble for the 
discussion of the very problems 
that puzzle you every day. 

Exhibits of foreign and domestic advertising 
— visualizing the methods by which others 
have made advertising more productive 
will help point the way. And there will be 


opportunity toseek answers to your individ- 
ual problems in sessions of the convention. 


For full information as to speciat railroad 
rates, hotel reservations,etc., please address 


Associated Advertising Clubs 
110 West 40th St., New York, N. Y. 
































Better Business 
Beckons You! 


It’s just around the corner, 


Be prepared 


to get your share. 63 years of fair dealing. 
53 millions in losses paid. Excellent ser- 
vice and facilities make National Liberty 
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policies easy to sell. 





Agents wanted in open territory. 





Apply today. 
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of the Government Departments of 
Education and Agriculture, from state 
governors, mayors of cities, state fire 
marshals, fire chiefs and others. 
School Manual and Films 


“Our school manual continues in 
steady demand, and during the past 
year special editions were printed for 
two states, while the enactment of a 
compulsory fire prevention education 
law in California resulted in the sale 
of some thirty thousand copies in that 
state. The total distribution of this 
manual now exceeds three-quarters of 
a million copies. and it is included in 
the regular course of study in many 
schools in every state of the Union and 
in Canada and Alaska as well. 

“Reference was made in our report 
last year to the splendid opportunities 
offered by the motion picture for pre- 
senting lessons in fire prevention to 
the general public. A fim based on the 
school manual was re’eased last fall, 
and has been exhibited with signal suc- 
cess in theatres from coast to coast, 
as well as at conventions and fire pre- 
vention campaigns, in schools and on 
other occasions, and the committee has 
in mind the development of some addi- 
tional films during the coming year. 

“Among the newer activities of the 
committee was the issuance of special 
stories to the newspapers, offering at- 
tractive material in a form convenient 
and inexpensive to use. A _ series of 
standardized interviews upon common 
fire hazards was also prepared for is- 
suance by fire chiefs through their local 
press; and arrangements were made 
for the widespread release, late in 
Apri', of the new radio regulations, re- 
vised as a result of the unprecedented 
popularity of the wireless telephone 
for amateur use. 

Taking Mystery Out of Fire Insurance 

“Following the appearance in the 
press last summer of incorrect state- 
ments reflecting unfavorably upon the 
business of fire insurance, an _ effort 
was made t» correct the false impres- 
sions created by this publicity through 
a series of newspaper advertisements. 
This material was afterward widely 
distributed in pamphlet form under the 
title, ‘Taking Mystery Out of Fire In- 
surance.’ 

“We are continuing to carry on the 
activities of this committee in a man- 
ner that will benefit our membership 
and the pubic, acquainting them with 
phases of the fire insurance business 
which appear to be not widely known. 
The support received from various fire 
prevention agencies, business organiza- 
tions, boards of education, local agents 
and the press, has been most encourag- 
ing; and we believe the continuance 
of the plan adopted of proceeding with- 
out self advertisement, is broadening 
our influence and yielding constructive 
results. We are appreciative of the 
co-operation of other committees of the 
Board, and ask the continued support 
of our membership in the conduct of 
this important work.” 





— 


TWO NEW SPECIALS 

Two new special agents have been 
put in the field by the Commercial 
Union. C. J. McGinley, whose entire 
insurance experience has been in field 
work for the Commercial Union in the 
New England Department, has been 
given the North Central Pennsylvania 
territory, with headquarters at Harris- 
burg. D. E. Maclay, formerly with the 
Buffalo Association of Fire Underwrit- 
ers, has been given the Western New 
York territory, with headquarters at 
Buffalo. Both men are world war vet- 
erans, 





HAMPTON ROADS GETS LICENSE 

The Hampton Roads Fire & Marine, 
of Norfolk, Va., which was incorporated 
under the laws of Maryland, has re- 
ceived its license from the Insurance 
Department of that state and will begin 
business at once. The company starts 
with $200,000 capital and $180,000 sur- 
Plus, and will increase these amounts 
soon. The vice-president is James A. 
Blainey and Harold Knox is secretary, 


Public Sentiment On 
Arson Shows Change 


AWAKENING OF 





CONSCIENCE 





New Attitude on Part of Public Offi- 
cials; Many Go to Penitentiary; 
Report of Committee 





That there is a decided change in the 
public’s attitude towards incendiarism 
—a general stiffening all the way along 
the line—was the gist of the report of 
the National Board’s committee on 
arson. The report, in part as follows, 
was read by Chairman Jesse E. White: 

“It is probable that never before in 
the history of fire insurance has the 
moral hazard been so prominent as in 
the past twelve months. This period 
has been exceptional, owing to the eco- 
nomic depression which has prevailed 
throughout the country and, in fact, 
throughout the world, as a result of 
the Great War. Business has been 
marked by innumerable failures, not 
only of small concerns but of many of 
our largest institutions and, as faiures 
and fires are closely allied, a large num- 
ber of plainly indicated ‘business fires’ 
has resulted. ~ 

“There is only cold comfort in the 
thought that the increase in crime is 
not confined to arson alone but pre- 
vails with regard to every form of 
crime. This so-called crime wave has, 
we beieve, aroused public conscience 
and a noticeable change in the mind of 
the public appears to have taken place 
in the last few months. The effort on the 
part of authorities to suppress crime 
of all kinds is now quite evident. 

Getting Convictions 

“Your committee has found that a 
number of arson cases, which two or 
three years ago would have been con- 
sidered beyond the pale of prosecution, 
have, with the assistance of our special 


agents, been successfully investigated 
and convictions obtained. Not only 


have judges and prosecuting attorneys 
taken up these cases with more alac- 
rity than heretofore but juries consider- 
ing the facts have demonstrated an in- 
telligent conception of the peculiar na- 
ture of the evidence. Even the genera! 
public, we believe, is being brought to 
a realization of the necessity for curb- 
ing this class of crime, with, the result 
that we are meeting with the co-opera- 
tion and assistance of all good citizens 
and many local organizations in each 
community where the services of our 
investigators are required. 

“It is recognized by your committee 
that this new attitude on the part of 
public officials is of material assistance 
in the prosecution of those cases of 
arson which, instead of being consid- 
ered supremely difficult, as in the past, 
are now regarded by loca! authorities 
as within the limits of solution. The 
attitude of the courts in regard to this 
crime is reflected bv the sentences 
given to those convicted. We note 
with interest recent sentences for arson 
as follows: One defendant was sen- 
tenced to from forty-five to eighty-five 
years in the penitentiary; another car- 
ried a sentence of from twenty-five to 
forty years; a third from seventeen to 
twenty-one years; while there have 
been numerous instances of sentences 
ranging from twelve to fifteen years. 








Surplus 


Line Capacity 


OCAL AGENTS can find ample 

capacity and attentive service for 
handling their Excess Lines in our 
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“It is gratifying to be able to say 
that the activities of your committee 
have contributed to some degree in 
bringing about this change in public 
sentiment. This has been accomplished 
by the assistance which our special 
agents have been able to render local 
authorities in the successful investiga- 
tion and ‘prosecution of arson cases, 
particu arly in bringing to trial such 
cases as might otherwise have been 
neglected. Our office files contain a 
large number of communications from 
public officials throughout the country, 
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commending the work of our special 
agents in this respect. 

“The fact that our representatives 
have rendered every possible assistance 
in,numerous important cases without 
claiming any credit for themselves or 
for this office is worthy of mention. It 
is now generally recognized and appre- 
ciated that our special agents are able 
to render most effective service’ in 
arson cases and, after having done all 
in their power to assist !ocal authori- 


ties, they still remain in the _ back- 
ground. 
“The educational campaign which 


our. workers in the field are conducting 
is an important phase of our activities 
and it may be truthfully claimed that 
a large number of local officials have 
been literally schooled in the success- 
ful investigation and prosecution of 
arson by our special agents who have 
not only gathered the necessary evi- 
dence but have assisted materially in 
the proper direction of the trials. Your 
committee is becoming more and more 
firmly convinced that its most valuable 
work lies not so much in the investiga- 
tion of individual fires of incendiary 
origin as in the educational work 
brought about by the proper. direction 
of local authorities in the investigation 
and prosecution of these cases. * * * 

“During the fiscal year just closed, 
we have investigated 832 fires and have 
noted 368 arrests for arson made by 
Jocal authorities. From these arrests 
210 trials for arson developed in the 
criminal courts and 94 cases are still 
pending. The cases tried resulted in 
159 convictions and 51 acquittals. In 
the past five years, during which your 
committee has operated under its pres- 
ent plan, 1,783 fires have been investi- 
gated; in addition we have noted the 
conviction of more than 2,500 persons 
in the entire country within the last 
five years brought about by the activi- 
ties of state fire marshals, local in- 
vestigators, etc. 

“There are at present connected with 
this department of the Board’s activi- 
ties, twenty-three investigators. Seven 
of these are operating from our San 
Franciscs office, five are connected with 
the Chicago office and eleven with the 
office in New York City. 

“Efforts have been continued during 
the year to interest law-making authori- 
ties of the different states in the adop- 
tion of a standard or Model Arson Law 
on the lines drafted by the Fire Mar- 
shal’s Association of North America. 
While we have not met with the suc- 
cess anticipated, it is at least gratifying 
to report that considerable progress 
has been made.” 





PACIFIC COAST FIGURES 

The “Pacific Underwriter’s” Insur- 
ance Chart for 1922 has been iain. It 
contains some exclusive features, in- 
cluding San Francisco premiums and 
coast premiums. Companies made 
money on sprinkler insurance in Cali- 
fornia, as premiums were $34,568 and 
losses $12,591. In earthquake the pre- 
miums were $49,027 and the losses were 
$4,725. 

The loss ratio of all the companies 
for the Pacific Coast Department busi- 
ness for 1921 follows: California com- 
panies, 50.2; other American companies, 
48.7; foreign companies, 54.7. The total 
for all companies on the Pacific Coast 
business was 50.5. This was quite an 
increase over 1920, when the loss ratio 
was 39.0. 

California collected $4,279,292 of pre- 
miums on Pacific Coast business. Other 
American companies collected $38,651,- 
081 of premiums. Foreign companies 
collected $17,020,428. 

Of the Coast Department the Liver- 
pool & London & Globe premiums were 
$1,344,859. Other departments writing 
over a million were: Fireman’s Fund, 
$2,228,605; Aetna, $1,786,030; California, 
$1,306,604; Hartford, $2,525,557; Home, 
$2,927,772; Insurance Company of North 
America, $1,248,435; National, $1,076,- 
260; Northwestern Mutual, $2,348,825; 
Springfield, $1,041,427; London, $1,467,- 


459; Northern, $1,159,382; Royal, $1,572,- 
90 


Companies to Have 
Loss Investigators 


WAR ON CROOKS UNDER WAY 








Recommendations of Wyper Commit- 
tee Adopted; Donaldson Says He 
Expects Hot Fight 


As was expected the National Board 
considered the question of adjustments 
4t its annual meeting; and voted to 
authorize the committee on adjust- 
ments, the chairman of which is James 
Wyper, to organize a staff of investi- 
gators sufficiently large to make a be- 
ginning in the more important centers 
of population. The number of avail- 
able men is not large, but ten or a 
dozen will be picked in painstaking 
fashion. These men can do ‘good work 
in conjunction with the arson bureau, 
which is most efficiently managed. 

It is the view of the adjustment com- 
mittee that the National Board should 
have general supervision over the ques- 
tion of all adjustment matter throughout 
the country. That evils are widespread 
there is no doubt. It is quite certain 
that they cannot be eradicated without 
a great expenditure of time and money. 
The members of the committee are 
willing to devote the necessary time 
to the study of the problem, but the 
effectiveness of their action will be 
governed largely by the size of the staff 
with which to do the work and the 
size of the funds placed at their dis- 
posal. 

It is generally thought by underwrit- 
ers that the weakest adjustment spot 
in the country is Philadelphia where 
there has been and is a complex situa- 
tion, which finally resulted in the arrest 
of Thomas B. Donaldson, the intrepid 
insurance commissioner who has de- 
clared war on firebugs, crooks and 
others trying to make money out of 
insurance companies. 

While the Wyper committee did not 
specifically name Philadelphia—or any 
other city—in its report—Commissioner 
Donaldson, in his litt‘’e impromptu 
speech before the National Board, was 
not so backward. He said that, he was 
facing a fight and he was going to the 
mat. He wasn’t afraid of the fight, 
but he asked for the support of the 
companies. 

Extracts from Report 

In its report the committee on adjust- 
ments said in part: 

“Your committee has also given much 
thought to the subject of adjustments 
in general. -There is perhaps no other 
phase of our business with which the 
National Board is charged by its Con- 
stitution and By-Laws to concern itself 
which is of greater importance, nor one 
that is pressing for a greater degree 
of earnest consideration, than that of 
adjustments; and the situation which 
at present confronts us demands the 
serious attention of all engaged in the 
business of fire underwriting. The evil 
practices which have crept into the 
adjustment of losses are alarming, and 
their ramifications appear to so involve 
persons engaged in our business as to 
constitute a menace of serious magni- 
tude. . 

“In the report of this committee, 
adopted at the annual meeting of 1921, 
certain recommendations were embod- 
ied which made it possible to take the 
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Pennsylvania, New Jersey, New York, Connecticut, 
Massachueetts and Rhode Island 
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MANUFACTURING STATIONERS 
Insurance Supplhes 


341-351 W CHICAGO AVE 


CiicAGO April 20, 1922 


The Lloyd=-Thomas Co., 
1124-28 Wilson Ave., 
Chicago. 


Gentlemen: 


Referring to your appraisal of our plants at 341-352 
West Chicago Avenue and at Brooklyn, we desire to express our 


appreciation of the promptness and thoroughness with which you 
executed our appraisal. 


The appraisal report is gotten out not only in an 


attractive manner but very complete as to arrangement and 
summarization - leaving nothing to be desired in any respect. 


Yours very trul 






























President 

aaa ta HE voluntary testimonials to the inherent worth | Y 

595) and practical value of the services rendered by The loyd lhomas Co. 

PEA KG the Lloyd-Thomas Company would overflow AECOSNIZED AUTHORITIES On PHYSICAL VALUED 

EVA Several large volumes. @, Covering property 1128 Wilson Ave.,Chicago ::_—*75 Fulton St., New York 
c ys ranging in size from a county seat lawyer’s office ene Cues mite ——— 
ake ie to an entire city (Wilmington, Delaware), they St. Louis Milwaukee Pittsburgh Saeed 
shed a highly interesting light on the possibilities for increased oan ‘eeeeiende a OO 
business and enhanced prestige.for the agent or broker. 
@. For full information as to the sound, disinterested, tested Caaranaaaas fF) anomaene> 





character of a Lloyd-Thomas certified appraisal write direct to i 


Chicago headquarters or the representative in your territory. The full confidence of the insurance freternity is well worth every endeavor to deset9 
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first steps which we hope will lead to 
a correction of this state of affairs. 
At that time, your committee was with- 
out adequate funds to carry on an ex- 
tensive inquiry, but through the co- 
operation of the Committee on Incen- 
diarism and Arson in lending the ser- 
vices of two special agents, an _ in- 
vestigation was conducted of the situa- 
tion in one of the largest cities, and 
the developments were of such a char- 
acter as to cause grave apprehension 
lest the same condition of affairs be 
found to exist in other sections of the 
country. In one particular loss investi- 
gated by the committee, facts were dis- 
closed which prompted the companies 
at interest to institute suit for recov- 
ery, and the case is now in the courts. 
Initial Steps 

“Your committee subsequently sought 
and obtained a limited appropriation for 
the employment of a small staff of 
investigators to take initial steps in 
the investigation of the situation in 
New York City; and this inquiry, made 
in co-operation with the New York 
Board of Fire Underwriters, has dis- 
c osed the existence of a system of 
irregular adjustments which is exact- 
ing a heavy annual toll from our mem- 
bership. Specific instances brought to 
the committee’s attention establish be- 
yond a doubt in the minds of your com- 
mittee that this whole situation must 
receive attention, and a positive and 
lasting correction be effected. Your 
committee has therefore asked for an 
appropriation which will permit it to 
secure the services of competent men, 
versed in adjustment matters, to in- 
vestigate cases which may be reported 
or situations brought to our attention. 

“The National Board of Fire Under- 
writers has developed into an institu- 
tion that is recognized as being ex- 
ceedingly helpful to its membership 
in handling in a broad way matters of 
serious import, and we believe, as evi- 
denced in the reso’‘utions adopted a 
year ago, it is the one association of 
companies that can take hold of this 
entire matter and eliminate some of 
the demoralization and laxity in ad- 
justments. This committee submits, 
however, that the adoption of any num- 
ber of resolutions by the annual meet- 
ings of this organization will not miti- 
gate the evil, nor can any one organi- 
zation hope to effect a cure. There 
must be whole-hearted and united sup- 
port on the part of every company, 
not as members of the National Board 
alone, but through every point of con- 
tact which they have with the adjust- 
ment of losses.” 





NEW TEXAS LLOYDS 
A group of Texas insurance men have 
organized the Universal L’ovds, which 
will operate on the same plan as the 
London Lloyds and write all classes of 


fire and casualty risks. The Universal 
Underwriters’ Corporation which will 
handle the business of the Universal 


Lloyds has already received subscrip- 
tions to its underwriting fund amount- 
ing to $500,000 and expects that this 


amount will soon be raised to $1,000,000. 


National Liberty’s 
Letter to Field Men 


SEES COUNTRY GOING AHEAD 
Good Time to Appoint Agents; Com- 
petent Inspection Necessary; Gen- 
eral Review of Situation 
George Harrington, assistant secre- 
tary of the National Liberty, has sent 
a letter to the field men of the company 
on the belief of 
that the 


upward. 


based competent ob- 
business is 
the en- 
couraging economic situation in this 
the National Liberty believes 

proper time to make an in- 
crease in the agency force. He sounds 
the warning, however, that appoint- 
ments should be made with all the facts 
available. “Know the man” is his con- 
cluding sentence. 

“Sections and localities vary in burn- 
ing ratio and some agents do and some 


trend of 
Because of 


servers 
steadily. 


country 
this is a 


don't select their risks carefully. The 
number of agents and the volume of 
premiums written are means to an 
end -which is a profit on the opera- 
tions. 


“We have the courage of the convic- 
tion that the time is present when we 
should not hesitate, but should take 
advantage of the tide. And yet’ in so 
doing one must give consideration to 
the changed conditions. We are facing 
new and serious problems. 

The Moral Hazard 

“It is an old adage of insurance that 
a rate can be named which will care 
for the physical hazard but that no rate 
will pay for a moral hazard. The first 
is to a degree true—you might possibly 


charge it, if wise enough, but you 
cou dn’t collect it; the second is alto- 


gether true. 

The underwriting at the Head Office 
should be much more careful than ever 
and this means giving the closest scru- 
tiny to all data concerning inherent and 


external hazard of the property, but 
more so to the personal equation. For 
various reasons there has been more 


or less of a tendency to base judgments 

certainly as to lines—on_ ‘physical 
characteristics as though the house 
made the man. A vacant building is 
of itself absolutely free from fire cause. 

“And this must be supplemented by 
the inspection on the ground. Two 
stock 'ines might seem to be Siamese 
twins from the map, but when looked 
at as they are and not as they are 
drawn they may be as different as day 
from night. The true story is told at 


the property itself, and cannot fully 
be known from a distance. 
“Again there are factors in making 


inspections to which full consideration 
must be given. The same examination 
should be made of the construction, ex- 
posures, care of hazards and protection 

















Chartered 1811 


NEWARK 


FIRE INSURANCE COMPANY 


Newark, N. J. 


ASSETS 
$4,237,718 


SURPLUS TO POLICY HOLDERS 
$1,520,346 


A Company With a Continuous and 
Unblemished Record of Over a Century 


Agents Wanted Where Not Represented 














but additional attention is now neces- 
sary to the nature of the stock, its 
class and conditions, the insurance to 
Value, the methods of house keeping, 
the status of the business and the 
prospects for success, the location, the 
rent paid and the general standing and 
character of the merchant. If it is a 
manufacturing risk the efficiency of 
the plant and the ability of the oper- 
ator is very important-—especial'y so 


if Use & Occupancy insurance is car- 
ried, (Only the best managed con- 
cerns should be passed for U. & O. 


cover.) 
Bankruptcy Laws More Stringent 


“A long term lease entered into at 
a figure which was and perhaps is yet 


above the level which will be—if not 
now——before long in excess of a fair 
rental value may be the determining 


cause to get from under. Bankruptcy 
laws are more stringent than they were 
and merchants have been tempted to 
take a chance on « sale to the insur- 
ance companies. The numerous fires 
in Boot and Shoe Stores, Ladies Hos- 
iery and Underwear, Millinery, Ladies 
Furnishings and Suburban and Country 
Stores indicate frozen assets rather 
than marketab’e merchandise. 

“As to automobiles it seems to us 
that a personal inspection of a car is 
the only method of determining its 
value, and the care shown in maintain- 
ing it is on the average indicative of 
what to expect in the future. Are not 
the habits of the owner, evidenced by 
the condition of his property and bv 
his business and personal life, outstand- 
ine features in arriving at the desir- 
ability of the risk? 


“That a man enjoys good credit ana 
is rated by Mercantile Agencies as of 
ample assets is not necessarily proof of 
his desirability at this time. Not long 
ago it was not a question of merchan- 
dising or of operating skill, but did the 


store have the stock or could the fac- 
tory make the shipment. The goods 
sold themse'ves. Now it is the op- 


posite. Many a man made money during 
that period. We can’t gauge him by 
what he has but rather we want to 
know how he got it and what his habits 
are. Is his line depressed and is he 
losing money. Is his store well located 
and stocked. Does he carelessly extend 


credit and for long time. Has he in- 
dulged in irregular business, etc. The 


Human Equation is the problem and 
here Character is the greatest. of all. 

“We are living in the ‘back wash’ 
of strenuous times. We are. handi- 
‘apped by the reflex of work, suffering, 
enthusiasm on one hand and_ high 
prices, quick profits, easy jobs, ques- 
tionable transactions on the other hand 
a'l viewed indulgently through the midst 
of patriotism. Now we must take ac- 
count of ourselves and each do as he 
would be done by. None of our theo- 
ries will prove a panacea. For the pres- 
ent a great responsibility rests on the 
agent. 

“May we paraphrase this entire sub- 





ject: Know the man.” 
TOURIST BAGGAGE 
“The Insurance Advocate” devoted 


most of its May 27 edition to tourist bag- 
gage insurance, containing a number of 
pertinent illustrations. 








FRED. S. JAMES 


1819 


GENERAL FIRE ASSURANCE 
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1807 
EAGLE, STAR & BRITISH DO- 
MINIONS INS. CO., Ltd. 


of London, England 
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Novel Insurance Ad 
Scheme in Jamestown 


GOOD BRADSHAW _ PUBLICITY 
Agency Publishes Its Own “Paper” in 
Daily of 20,000 Circulation 
and Gets Results 


Bradshaw’s Pioneer Insurance Agency 
of Jamestown, N. Y., is attracting at- 
tention by daily paper insurance pub- 
licity which is delivering the goods in 
that city. 

Sometime ago the agency determined 
to pub’ish a periodical and after due 
consideration as to ways and means 
it decided “to let George do it” by 
publishing it in a Jamestown news- 


BRADSHAW'S NEWS 


Weekly Bulletin of Notes From 
the Pioneer Insurance 
Agency. 











—No need for the householder ta 
dread the flying firebrand or the 
deadly crash of the thunderboit any 
more! The copper shingle is the 
answer. This new fire and light- 
ning resistive device is made ot: 
nearly pure copper in various, 
shapes and colors. Its weight is 
less than half that of its dangerous 
wooden brother, and while it costs 
more than wood, it is cheaper than 
asbestos, slate or tile and is prac- 
tically indestructible. If all these’ 
claims prove true, underwriters 
will hail it with joy. Up with the 
copper shingle—down with the 
lightning. 


—Freight shipments by truck -have 
created another form of insurance. 
The “Ship by Truck” policy covers 
loss ‘by fire, collision, overturning, 
collapse of bridges, theft and flood; 
also by the sinking, collision or 
stranding of ferryboats, 


—Buyers of automobile liability 
insurance should examine their 
policies carefully and be certain 
that they are getting all the protec- 
tion they expect There is no “stan- 
dard” legal form of automobile lia- 
bility policy, and much of such in- 
Surance sold at reduced rates car- 
ries a restricted form of protection 
that may be very disappointing 
should a claim arise. A “cut rate’’ 
policy just submitted tp us for 
examination is very seriously defec, 
tive in point of protective coverage, . 








paper—“vheels within vheels” as Sam 
Weller would say. . 

Accordingly, ‘“Bradshaw’s News,” a 
weekly bulletin of notes from the 
Pioneer Insurance Agency, appears 
every Saturday morning in the James- 
town “Morning Post,” and reaches not 
less than 20,000 readers per week—a 
million a year. How many of these 
actually read “Bradshaw’s News’ is, 
of course, prob’ematical, but the agency 
is certain that a good many do, as it 
always aims to make the subject mat- 
ter of general interest with very little 
advertising except by inference. 

As a result of this course Bradshaw’s 
News” always secures a choice place in 
the midst of reading matter, without 
extra cost. ‘Space is contracted for by 
the year affording a minimum of 10 
inches per week, but almost invariably 
exceeds this limit. For each cent of 
outlay “Bradshaw’s News” reaches fifty 
possible readers. 





SOHMER & CO. MOVES 
William Sohmer & Co., metropolitan 
agents of the American Alliance, and 
Seneral agen‘s for the Equitable Life, 
have removed to 12 Gold street, which 
Is situated between Maiden Lane and 
Platt street. 


Taxation Rules For 
Mutual Companies 


UNDER CAPITAL STOCK TAX 





Revenue Office Tells of Liability For 
Dividend Reserves Set Aside For 
Conditional Payment 


The Revenue Office has issued two 
capital stock tax rulings relative to 
mutual insurance companies. They are 
as follows: 

REVENUE ACT OF 1918 
Liability of Mutual Insurance Com- 
panies to Capital Stock Tax 

1. (a) Mutual insurance companies 
are subject to capital stock tax and will 
be assessed in accordance with the pro- 
visions of paragraph (3) of section 1000 
of the Revenue Act of 1918. Paragraph 
(b) of section 1000 does not apply to 
mutual insurance companies and _ its 
provisions should not be construed to 
modify paragraph (c) of said section. 

(b) In assessing the tax, reserve 
funds required by law are defined, as in 
L, O, 1082, to include not only reserves 
required -by express statutory provis- 
ions, but also reserves required by the 
rules and regulations of state insurance 
departments when promulgated in the 
exercise of an appropriate, power con- 
ferred by statute, but do not include 
assets required to be held for the ordi- 
nary running expenses of the business, 

2. Securities held by mutual insurance 
companies should be valued at their 
market value, but in determining the 
amount of the assets upon which the 
capital stock tax is to be assessed there 
should be deducted from the total as- 
sets the amount of the debt liabilities 
plus such percentage of the total assets 
as the legal reserves bear to the total 
liabilities. 

3. Annual and deferred dividend lia- 
bilities are reserves the net additions 
to which are not deductible from gross 
income in income tax returns, 

4. Whether an insurance company 
should be classed as a stock company 
or a mutual company must depend upon 
the ultimate control of the affairs of the 
company. If the policyholders are in 
control the basis of the organization is 
mutuality, and it should be classed as a 
mutual insurance company. If, on the 
other hand, the stockholders are in con- 
trol, it should be classed as a stock com- 
pany. 

REVENUE ACT OF 1918 
Liability of Mutual Insurance Companies 
to Capital Stock Tax 

1. (a) Dividend reserves which are 
set aside by mutual insurance com- 
panies for payment to policyholders con- 
ditionally, such as upon condition that 
the policyholder will pay the premium 
next falling due, should be included as 
part of the capital stock of such com. 
panies for the purposes of the capital 
stock tax, 

(b) Dividends declared uncondition- 
ally and which are due and payable as 
of the close of the accounting period 
specified in section 1000 (c) of the 
Revenue Act of 1918 are deductible. 
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* a 
National Fire Insurance Company 
OF. HARTFORD, CONN. 
Statement January 1, 1921, to New York Insurance Department 


LIABILITIES 

a a OT isa oa cone ck cauancnscscascdcenntacnat 000,000.00 
Funds reserved to meet al] Liabilities, Re-insurance Reserve, 

I IE ocd cnccccucnncdrecduudhecseed ChanceceGdeedaueeas 15,754,759.88 
Unsettled Losses and Other Claims................sssseeee- «-. 3,251,740.70 
Net Surplus over Capital and Liabilities.................esse0- 6,104,998.40 
Total Assets January 1, 1921.................$27,111,498.98 

H. A, Smith, President S. T. Maxwell, Secretary R. M, Anderson, Asst. Sec’y 


F. D. Layton, Vice-President C. B. Roulet, Ass’t Secretary F, B. Seymour, Treasurer 
G. F. Cowee, Asst. Secretary 


SURPLUS TO POLICYHOLDERS............$8,604,998.40 











Tourist Baggage 
Insurance Booms 


SELLS 24 POLICIES IN ONE DAY 


Fidelity-Phenix Has Issued a New 
Booklet Explaining Two 
New Forms 


Agents are doing well with tourist 
baggage insurance, and one man sold 
twenty-four policies in twenty-four 
hours just before Memorial Day, He 
got busy among his friends and sold ten 
in one office and fourteen in another. 
In connection with this the Fidelity- 
Phenix has issued a neat booklet urging 
tourists to insure their baggage and get 
rid of luggage worries. The booklet 
says: 

Practically everyone can recount sad 
tales involving the loss of his valuables 
and personal effects while traveling. 
These experiences range from decided 
cases of theft to the total destruction 
of perhaps six trunks in a railroad 
wreck, a baggage room fire, the flooded 
hold of a ship or a hotel fire. In most 
instances recovery proceedings were ex- 
ceedingly annoying and often futile. 

To offset such hazards, to thoroughly 
eliminate unnecessary risk, we have 
prepared a Tourist Baggage Policy, of 
which there are two forms: 

Form A, which covers any and all 
risks of transportation, including theft 
of entire shipping packages in transit, 
as well as the risk of fire while in any 
hotel or boarding house, and also theft 
of an entire trunk or shipping package 
from rooms occupied by the assured, 
while away from permanent residence. 

Form B, at an increased rate, is the 
more liberal form and besides covering 


2. In determining the amount of the 
assets upon which the capital stock is 
to be assessed, there should be de- 
ducted from the total assets the follow- 
ing amounts: 

(1) The debt liabilities; 

(2) The legal reserves; 

(3) Such percentage of the amount of 
shrinkage from the total value of the 
assets to the market value of the assets 
as the amount of the assets in excess of 
the legal reserves bears to the total 
assets. 

3. Solicitor’s Opinion 101 is modified 
to conform hereto. 








Fire 

Lightning 
Windstorm 
Tornado 

Use and Occupancy 


Wm, E. WOLLAEGER, Presivent 
HERMAN AMBOS, Ass’T. Secy 








A Sign of Good Protection 


NCO 


FIRE [suRANCE (uray of Maummuccere 
Writing: 





FRANK DAMKOEHLER, Sec’y, 


Rents 

Marine 

Sprinkler Leakage 

Riot and Civil Com:notion 
Explosion 


R. E. BRANDENBURG, Treas 
ROBERT H. MOORE, Ass’T. Sec’y 














against any and all risks of transporta- 
tion as above, it protects all personal 
belongings (except as specifically men- 
tioned) anywhere other than in the per- 
manent residence, the garage or the 
place of storage of the assured. 

Under its terms your baggage and 
that of every member of your family 
may be insured for a full year, or any 
part for any amount from $100 up. It 
is automatically applied on each occa- 
sion of travel. Premiums are low com- 
pared to the liberal protection afforded, 

Your agent or broker will be glad to 
give you further particulars, or the use 
of the attached postcard will bring you 
the information. We can give you im- 
mediate service and see to it that your 
baggage is properly protected by a 
Tourist Baggage Policy without delay. 

Salesmen’s samples, theatrical ward- 
robes, ete., are not covered under Tour- 
ist Baggage Policies, Special insurance 
contracts are written by us covering 
such property. On the reverse of this 
pamphlet you will find a list of lines of 
indemnity we write. Full information 
on these lines may be obtained from 
your agent or broker, or a note on the 
attached postcard will bring you the 
information desired. 





BROWN IN OFFICE AGAIN 


New Jersey Rating Expert Not Doing 
Routine Work, However; In 
Better Health 


At’ee Brown, the New Jersey Rating 
Expert, has so far recovered his health 
that he is spending several days a 
week in, his office, but is not doing any 
of the routine work. This is being 
directed by departmental heads. 

No successor has yet been chosen 
for Charles H. Fischer, the head of the 
engineering department who has gone 
with a New York brokerage concern. 





FIRE LOSSES STILL HEAVY 

Fire underwriters find no abatement 
in the seriousness of the losses reported 
daily. The flow remains constant and 
heavy, despite all the encouraging ex 
pressions of improved business condi- 
tions. Through efforts of the New York 
Board of Fire Underwriters in distribut- 
ing information about what is burning, 
the companies have gained some relief 
in their losses by stopping the accep- 
tance of risks in the lines mentioned as 
gravely hazardous for the particular mo- 
ment due to conditions termed as 
“moral.” But the turn of the tide de- 
pends on more than the efforts of any 
single organization; it requires the con- 
centrated efforts of every insurance 
company and affiliated fire prevention 
and fire detection organization, plus the 
first-hand inspection of local agents. 





WATCH FOR HEXAMER 
The seventieth birthday of Charles 
A. Hexamer, secretary of the Phila- 
delphia Fire Underwriters’ Association, 
was celebrated a few days ago. He 
was given a gold watch and a clock. 





Automobiles having an aggregate 
value of $1,700,000 were stolen, lost or 
burned in Connecticut last year, ac- 
cording to figures compiled by the Au- 
tomobile Underwriters’ Detective Bu- 
reau. 





Insurance men and the Insurance 
Department are holding conferences on 
the taxicab insurance question. 
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Home Aircraft Cargo 
Policy in Preparation 
FOR IT 





SEE FUTURE DEMAND 





Covered Dress Goods in Three Hour 
Flight for 1%; Long Island to 
Baltimore 





Ap. aircraft cargo policy covering a 
shipment of white dress goods by air- 
plane from Mineola Field, Long Island, 
to Logan Field, near Baltimore, and 
thence by motor truck to a Baltimore 
department store, has been issued by 


the Home, of New York. The policy 
was issued on binder at 1% for the 


trip, and, barring delay or accident, was 
in force less than three hours. The 
coverage included all hazards except pil- 
ferage and theft, for a total of $1,500. 
The plane was a Fokker, owned by the 
Netherlands Aircraft Corporation. So 
far as is known at the office of the 
Home, this is the first aircraft cargo 
policy ever issued in the United States. 

The aircraft depariment of the Home 
has been working toward what appears 
to be a certain demand for protection in 
the future. An aircraft cargo policy is 
being prepared in standard form to 
meet this demand when it comes. It is 
similar to the standard marine policy, 
carrying coverage against all hazards 
except pilferage and theft, The rates 
will be determined on three main issues, 
the class of shipment, distance and 
packing. 

The distance rates will probably be 
based on zones for the sake of sim- 
plicity. Anything within a distance of 
250 miles would thus fall under one 
rate; 250 to 500 in another, etc. Under 
class of shipment breakable goods 
would necessarily call for a higher rate 
than dry goods or other materials which 
might not be destroyed by a jar. In this 
connection packing would also play a 
large part in determining whether a 
slight accident would play havoc with 
the cargo. 

When a company plans to make regu- 
lar air shipments, to be covered by in- 
surance, a preliminary inspection will 
be made as to the type of plane in use, 
its stability, its dependability and its 
record. The pilots will be investigated, 
and the record and training of each 
taken into consideration. If after con- 
sideration of the report of this inspec- 
tion the risk is approved and _ writ- 
ten, it will simply be necessary for 
the assured to make out a prepared 
blank stating the cargo, its type, dis- 
tance of the journey, pilot in charge, 
and kindred information, before each 
trip undertaken, These blanks will be 
tabulated at the office of the insurance 
company and the rates for each trip 
compiled according to the terms of the 
policy. 





CLOUGH’S LONDON ADDRESS 

Herbert R. Clough, the popular insur- 
ance executive who was formerly presi- 
dent of the National Liberty, has settled 
down in London in the re-insurance 
business with offices at 31 Lombard 
street, London, E. C. 3. This address is 
in the heart of the insurance district. 
Mr. Clough will handle marine and fire 
re-insurance, and has already succeeded 
in placing a considerable amount of 


business with first-class foreign re- 
insurers, His cable address is “Herb- 
clough,” London, 








Sobrinos de Ezquiaga 
Established 1821 
GENERAL INSURANCE AGENTS 


Offer Facilities for Writing Large Lines 
in the Islands of 


Porto Rico and Santo-Domingo 
First-Class Companies 


FIRE, MARINE, TORNADO, EARTH- 
QUAKE, AUTOMOBILE, TOURIST 
FLOATER, MAIL PACKAGE, 
USE AND OCCUPANCY 


Principal Office: 


17 Allen Street 
JUAN, PORTO RICO 


BIG NEW PREMIUM FIELD 





Electrical Machinery Insurance Has 
$134,400,000 Possibilities in Opin- 
ion of One Company 





In talking about electrical machinery 
insurance the Maryland Casualty says 
that statistics show the actual value of 
electrical apparatus, manufactured in 
1919, to be $1,014,373,000. This is a 
gain of 350% over the value of 1914. 

It is estimated that the total value of 
electrical apparatus in this country is 
over $5,800,009,000. 


If the insurance premium is approxi- 
mately 3% of the apparatus cost per 
year and 60% of all electrical apparatus 
and equipment is insurable, a possible 
total premium of $134,400,000 per year 
represents this field, in the opinion of 
the Maryland. 





SPEAKERS’ TABLE COMMENT 
New York, May 26, 1922. 
Editor The Eastern Underwriter: 

At the dinner of the Insurance Society 
of New York on Wednesday evening, I 
heard considerable comment over the 
presence at the speakers’ table of three 
representatives of the Royal, and one 
each of the Liverpool & London & 
Globe, North British & Mercantile, 
Royal Exchange and Atlas, while not a 
single officer of an American company 
appeared to have been honored by an 
invitation to this table. Mr. X 

[Editor’s Note: Representatives of 
foreign companies have shown more 
active interest in the Insurance Society 
than have the American companies, 
They have been “more on the job,” so 
to speak. This may be merely a Co- 
incidence, but such is the fact.] 


ONE HUGE POLICY ONLY 





But Backed By Strength of Companies’ 
Group; Hartford Sees An 
Innovation 





Underwriters were interested this 
week in a story in the Hartford “Cour- 
ant” which discussed the excess cover 
reinsurance contract of the Hartford 
and Continental, and which concluded 
as follows: 

“It seems that a plan would be en- 
tirely workable whereby a group of 
twenty, thirty or forty leading fire com- 
panies could form a central organiza- 
tion, or work through one of the estab- 
lished reinsurance companies, on a plan 
whereby the excess risks could be 
divided on an equitable basis among 
the member companies, with their cen- 
tral office maintaining a large reserve 
fund which would guarantee payment of 
losses by each member company. 

“The policyholder would receive only 
one policy, from the company with 
whose agent he dealt, but behind it 
would be the moral strength and finan- 
cial backing of a group of dependable 
companies, . 

“Such a plan is likely to be put into 
operation sooner or later. Certainly, 
the increasing number of huge building 
projects and the desire of the average 
American business man to eliminate 
complication in the handling of business 
matters is likely to create an increasing 
demand for a one-policy plan on large 
risks, instead of the present multi-policy 
methods.” 

‘The “Courant” puts this head on the 
story: “New Fire Reinsurance Plan Ap- 
pears Likely—Action of the Hartford 
Fire and Other Companies in Adopting 
Excess Cover Plan Causes Discussion of 
Joint Reinsurance by Many Companies.” 
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Western Department 
bay my fH. pAGE. Gen’! Mer. 
H, Manager 
76 Wor hicases St., Chicago, Ill, 
Boston Office 


ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 





Great American 
Insurance Company | 


New Pork 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1922 


CAPITAL 


$10,000.000.00 


RESERVE FOR ALL OTHER LIABILITIES 


12,213.010.92 
42.806.008.87 


133,275,321.56 | 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON 


United States Government Bonds 
owned by the Company equal its 
Capital Stock of $10,000,000 


Home Office, One Liberty Street 
New York City 
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Pacific Department 
GEORGE H. TYSON, Gen’l Agent 


210 Sansome Street 
San Francisco, California 


Marine Department 


WM.H.McGEE & CO., Gen’l Agts 
15 William Street, New York City 





Haas & Howell Agency 
Handling 120 Lines 


TELLS PUBLIC WHAT THEY ARE 


Atlanta Agency to Move Into Its Own 
Eight Story Building in 
September 


Haas & Howell, Atlanta, who have 
under construction an eight-story build- 
ing which will be completed in Septem- 
ber, have an organization of seventy, of 
which twelve are producers. Of its or- 
ganization Haas & Howell say in a cir- 
cular ‘hich is part of the literature 
accompanying a booklet giving facts 
about the new Haas & Howell Building, 
that it is divided as follows: producers, 
12; office employes, 33; engineers and 
inspectors, 8; adjusting losses,.17. The 
companies represented are Insurance 
Company of North America, Glens 
Falls, Royal, Commonwealth, Sterling, 
City of New York, Automobile, York- 
shire, Niagara, Svea, Insurance Com- 
pany State of Pennsylvania, Maryland 
Casualty, Fidelity & Deposit. The 
agency says it writes about 120 lines of 
cover, which follow: 

Fire Department 

Fire, lightning, hail, tornado, use and 
occupancy (fire), livestock, rents, pro- 
fits, commissions, leasehold. 

Marine Department 


Hulls, cargoes, floaters, marine, war 
risk, parcel post, registered mail, tourist 
baggage, inland marine, transit, jewelry 
floater. 

Automobile Department 

Fire, theft, liability, tornado, property 
damage, explosion, collision, dealers’ 
open. policy, faulty construction. 

Burglary Department 

Resident, mercantile, safe, bank, per- 
sonal hold-up, messenger hold-up, in- 
terior hold-up, show case hold-up. 

Liability Department 

Owner’s indemnity, landlord’s contin- 
gent, workmen’s compensation, teams, 
theatre, workmen’s collective, golfers, 
garage, general, employers’, public, ele- 
vator, physicians, druggists, dentists. 

Bond Department 

Fidelity, contract, court, surety, lien, 

public official, depository, 
Miscellaneous 


Boiler explosion, boiler use and occu- 
pancy, fly wheel explosion, fly wheel use 
and occupancy, engine breakage, engine 
breakage use and occupancy explosion, 
sprinkler leakage, strike, plate glass, 
water damage, rain. 

Accident and Health Department 


Thirty-two different kinds of accident 
and health coverage, 


Each floor in the Haas & Howell 
Building is 3,700 square feet, and it will 
be a beautiful and modern building in 
every respect. 





HAS 800 MEMBERS 
With a membership over the 800 mark 


the Insurance Club of Chicago has 
rounded out its twenty-first year. The 
following officers were elected: Presi- 


dent, E. G. Whitaker, Queen; first vice- 
president, Ralph H. Learn, Aetna Fire; 
second vice-president, Elmer: J. Schafer, 
Meeker-Magner Company, 


END MAP CONTROVERSY 


(Continued from page 1) 


ing. He then made a personal attack 
on an underwriter who is dead and who 
was a stockholder in the Sanborn Map 
Company. This caused resentment, 
whereupon Colonel Wray declared that 
he had no more respect for a dead man 
than he had for a live man, and as he 
started to amplify his charge, President 
Morton banged the gavel and choked off 
the discussion, saying that the meeting 
was no place for airing of personalities. 
Colonel Wray smiled and sat down, hav- 
ing said most of his say, 
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London & Lancashire 
Has £21,993,308 Assets 


ANNUAL REPORT OF COMPANY 








Net Fire Premiums for 1921 Reached 
£3,007,501; Marine Net 
Premiums £1,383,305 





The London & Lancashire held its 
sixtieth annual meeting in Liverpool 
this month. The balance sheet shows 
assets of £21,993,308. As insurance 
men in America may be interested to 
know of what the assets of a foreign 
insurance company consist, these assets 
the printed in an accompanying table. 

The statement follows in brief: 

Fire Department 

The net premiums amounted _ to 
£3,007,501, as compared with £3,668,- 
249 in the previous year; and the net 
losses, paid and outstanding, to £1,500,- 
874. 

The fire funds have been increased 
from £2,067,500 to £2,103,000, and the 
sum of £337,312 has been transferred 
to profit and loss account, 


Marine Department 


The net premiums amounted to 
£1,383,305, as compared with £2,669,515 
in the previous year, and the net losses, 
paid and outstanding, to £1,914,003. 

The marine funds have been reduced 
from £1,368,000 to £853,500, and the 
sum of £110,773 has been transferred 
from profit and loss account. 

Accident and General Department 

The net premiums amounted to 
£1,630,723, as compared with £1,746,- 
672 in the previous year, and the net 
losses, paid and outstanding, to £878,- 
986. 

The accident funds have been in- 
creased from £899,000 to £952,500, and 
the sum of £104,745 has been trans- 
ferred to profit and loss account. 

Life Department 

This company is not yet transacting 
life business in its own name. The life 
account and fixed term assurance ac- 
count of the Law Union and Rock are 
included in the accounts. 

The net new life business amounted 
to £1,314,350 and the premium income 
thereon to £40,703. 

The total net premium income, after 
deduction of re-insurance premiums, 
amounted to £628,228. 

The average rates of interest earned 
by the life funds were £5 11s. 6d, per 
cent gross, and £4 9s net after deduc- 
tion of income tax. 

The sum of £3,256 has been trans- 
ferred from the fixed term assurance 
account to profit and loss account. 

Surplus 

The amount standing to the credit of 
the profit and loss account at the clos- 
ing of the accounts for 1920 was £979,- 
419 Os. 7d., from which must be de- 
ducted the interim dividend of £150,660 
6s, or 6/- per share, less income tax, 
paid in November last, having a balance 
of £828,758 14s. 

The surplus on the year’s operations, 
after providing for all expenses, foreign 
and colonial taxes and reserve for un- 
expired risks, amounted to £511,526 1s. 
10d., to which has to be added £228,000, 
being provisions for excess profits duty 
made in previous years beyond require- 
ments as now ascertained, making a 
total of £739,526 1s. 10d, 

From this must be deducted income 
tax on profits, and provision for cor- 
poration profits tax, totalling £308,288. 

Interest on investments from the sev- 
eral accounts, exclusive of life and fixed 
term, amounted in all to £398,607 10s. 
8d. On the other hand, the charge for 
interest on debenture stocks amounted 
to £61,512 10s. 104. 

Dividend and Funds 

After increasing the additional re- 
serves in the fire and accident accounts 
by £400,000, the directors have re- 
solved to transfer to the staff pension 
fund the sum of £20,000. 

They propose to pay on the 5th 
proximo, a dividend of 6/- per share, 


less income tax, making, with the in- 


terim dividend already paid, a total dis- 
tribution for the year of 12/- per share, 
less income tax,*or £301,320 12s. 0d., 
and to carry forward the remaining bal- 
ance of £1,026,431 9s, 10d. to the next 
account. 
The Financial Position 

The financial position of the company 

stands as follows: 








_ Capital paid up.. £717,430 
Reserve fund ...£1,000,000 
Fire funds .. 2,103,000 
Marine funds.. 853,500 
Accident funds 952,500 
Staff Pen. fund 162,855 
Bal, carried for. 1,026,431 

£6,815,717 

Life; ete., funds. ......6 9,106,206 

"TOUS TNS ccccsecexi £15,921,923 


Personnel Changes 

The directors record with the deepest 
regret the loss which they and the 
shareholders have sustained by the 
death in May last of the deputy chair- 
man, James W. Alsop, who had been a 
valued member of the board since 1892 
and deputy chairman since 1912. 

During the year, important changes 
took place in the chief administration 
of the company. John H. Clayton, who 
was elected a director in 1897, and had 
occupied the position of chairman since 
1912, resigned that office, and, as from 
the Ist July, 1921, became deputy chair- 
man. Simultaneously, F. W. Pascoe 
Rutter relinquished the post of general 
manager, which he had held since 1899, 
and became chairman of the board and 
governor of the company. 

Consequent thereupon, the assistant 
manager, F. W. Mills, who had occupied 
important positions at head office for 
over twenty years, and Charles Hendry, 
the London secretary, were appointed 
the managers of the company, Arthur 
E. Wall becoming assistant manager 
and A. S. Rogers, secretary. 

The following directors retire by rota- 
tion in accordance with the articles of 
association, and, being eligible, offer 
themselves for re-election, viz.: John 
Barber, John Robert Collie, Charles 
Gipps Hamilton, John Hayes Higson, Rt. 
Hon. The Earl of Midleton. 

The directors desire to record their 
continued appreciation of the zealous 
support afforded in the promotion of the 
company’s welfare by the boards in the 
United Kingdom, in the Overseas Do- 
minions of the Empire, in the United 
States of America, and by the represen- 
tatives of the company throughout the 
world, 


s 





of both. 


big money to get big business. 


big broker. 


HENRY EVANS 
Chairman of the Board 


CHICAGO 











how does he do it? 


A question of interest to local agents is this: How does the big 
broker get and hold the big business? The obvious answer is: 


by delivering the goods 


The big broker has built up his business by satisfactory service 
rendered. He maintains an Engineering and Inspection staff at his own 
expense. With the help of this staff he removes or minimizes danger- 
ous hazards, and by careful study of the problems confronting property 
owners and insurance companies, he endeavors to eliminate the troubles 


Now the Fidelity-Phenix believes in helping its agents. We realize 
that the average local agent cannot afford a staff of experts and spend 
So we sustain an Engineering and 
Inspection Department, a Business Development Department, and an 
Advertising Department that cost you nothing. 


Our Engineers and Special Agents will gladly give you the benefit 
of their experience and training to enable you to offer every facility to 
your assured. Thus you need not lose your desirable business to the 


This co-operation is yours. Won’t you use it? 


FIDELITY - PHENIX 


Fire Insurance Company 
Eighty Maiden Lane, New York 
Cash Capital: $2,500,000.00 


MONTREAL 


C. R. STREET 
President 


SAN FRANCISCO 

















SCUDDER TO TALK IN JERSEY 

The regular month'!y meeting of the 
New Jersey Special Agents’ Association 
will be held at Achtel Stetters in New- 
ark on Monday, June 12, at noon. B. C. 
Scudder, of the New York Binding 
Office, will talk. H. L. Denny is presi- 
dent and Edward W. McComb is secre- 
tary. 





Buildings, unencumbered— 





London & Lancashire Assets 








WSRO, PUPP pares ccdcdeccdtacsccunces £ 1,133,926 
Colonial anid FOreign «2.6. ccccsccccccces 308,127 
Salvage Premises (part ownership)...... 10,062 
———-._ £1,452,116 
Mortgages and debentures on real estate ......  .seeeeee 2,943,188 
LGGUE ANG POVOPHIONE 6 ocicicdec esc ciceicicccces cecesede 586,212 
British Government securities ..........cccccee cevveces 6,415,937 
British railway debentures, preference and ordi- 

WAVY GIOGED ccc cccdevewevcivcceernctccnsentens eecceece 298,745 
Local Board loans! and corporation stocks ......  «sseeees 477,039 
Stocks of incorporated companies and other in- 

SL A er ar Per ee re ee ae CT 308,166 
Colonial Government and Province securities.... 1,128,022 

eS and Indian debentures and inscribed stocks 385,532 

— —-— 1,513,555 
United States Government, state and municipal 

DN nko ca reaeha Ure ee ee tired cctacnsenewode 1,656,605 
United States railway bonds ........--e.seeeeees 1,561,205 
United States railway stocks and other invest- 

; | ne ae A re ert ay ae eee ee ee ae aC 69,202 

——— 3,287,013 
Other foreign, Government securities ........... 558,388 
is " railway bonds anddebentures .... 456,051 
oo 1,014,440 
Cash in hand, with bankers and on deposit...... 1,558,250 
Ta POEGIORUIE ci noc ci dete Mehae ess cicndeetecass 7,174 
Home branches’ and agents’ balances........... 494,321 
Foreign “ % Ms ae emelas weddacml 1,321,201 
Premiums outstanding .........ccceccccccecvers 12,054 
Interest accrued ...... eee rece eee eee e eee eeeeees 266,567 
Sundry debtors. ......c.ccccccccvecccsscscccsece 37,324 
—__——— 3,696,893 
£21,993,308 








TEXAS TO ADJUST RATES 

The State Fire Insurance Commission 
of Texas has notified all stock fire in- 
surance companies that on June 19 at 
Austin the commission will consider a 
revision of the 1915 edition of the Texas 
General Basis Schedules, The com- 
panies and their agents are requested to 
present their arguments for amend- 
ments or for maintenance of the present 


tariff at that time. What course the 
commission will take is not revealed in 
its memorandum to the companies, but 
it is logical to presume, in view of the 
investigations into rates made in other 
states, that the commission believes 
rates are now disproportionately high. 
The notice of the hearing is dated May 
22 and copies arrived in New York at 
the home offices late last week. 





B. & L. INSURANCE 


The League of New Jersey Building 
and Loan Associations, in session at 
Atlantic City last Friday, discussed the 
question as to whether a building and 
loan association should require that fire 
insurance covering all property upon 
which the association ho!ds mortgages 
be placed through one designated officer 
of the association. Under the present 
rules this matter is left to the discre- 
tion of the board of directors of the 
individual association and the opinion 
prevailed that there should be no modi- 
fication in the regulation. 





ROSSIA OUTING 

The annual outing of the reinsurance 
companies composing what is popularly 
known as the “Rossia Group,” is to be 
held June 22 at Momauguin, Conn. 

The party will consist of the officers 
and employes of the Rossia Fire Reas- 
surance Company, American Fire Insur- 
ance Corporation and the Union Reserve | 
Insurance Company and will number 
about 110, the last two digits represent- 
ing the men. 
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Chance to Defend 
The Agency System 


T. E. BRANIFF OFFERS PRIZE 
Asks for Essays to Prove Producers 
Earn Commissions By Giving 
Service For It 


In order to stimulate interest in the 
mooted subject of whether the present 
agency or brokerage system is justified 
by reason of its expense, and why it is 
justified, the T. E. Braniff Company, of 
Oklahoma City, announces a prize con- 
test, and will offer $10 to the agent or 
broker who writes the best 
the method remunerating 
producers of insurance, There are many 
agents and brokers who are bursting 
with something to suy upon this subject, 
so the contest should be a good one, 
drawing many replies, Mr. Braniff has 
set June 15 as the closing date. He is 
one of the best known local agents and 
general agents in the country; is active 
in the National Association of Insurance 
Agents, and is president of the National 
Council of Insurance Federations. His 
letter follows: 

“You are doubtless aware of the fact 
that one of the arguments most fre- 
quently advanced by mutual and recip- 
rocal insurance companies in their com- 
petition with stock companies is that 
the stock system is wasteful, and that 
the principal item of waste is the com- 
mission paid to local agents. They con- 
tend that the local agent performs no 
service which is commensurate with the 
fee paid him, and that he is virtually a 
parasite upon the business, 

“One of our companies wants to pub- 
lish the agent’s own defense of this 
accusation. They want the agents to 
recite in as few words as possible the 
services rendered an assured by a stock 
company agent which justifies the as- 
sured in bearing the cost of the commis- 
sion expense. 

“We feel that this matter is deserving 
of careful consideration on the part of 
our agents, and in order to stimulate 
interest we are going to offer a prize of 
$10 to the agent or broker who between 
now and June 15 sends us the best state- 
ment in justification of the system fol- 
lowed by stock companies of paying 
commissions to local agents. 

“The letters should all be sent to this 
office marked ‘Contest,’ and will be for- 
warded to the company to pass upon 
and award the prize. 

“Is there any one of our agents who 
cannot justify the statement that he is 
worthy of his hire?” 


defense of 


present of 





FORM CUACO CLUB 

The members of the staff of the Com- 
mercial Union have organized a club 
to be known as the Cuaco Club, its pur- 
pose being to produce activities in all 
branches possible and to bring about 
good fellowship among the members. 
The club has now some of the finest 
athletes in the state. This, along with 
dramatic and social events, will lead up 
to making the club one of the finest of 
its kind. The officers elected for the 
coming year are Lester C, Muller, presi- 
dent; Anna May’, vice-president; Mar- 
celle S. Heldman, secretary; William J. 
Murphy, treasurer, 





THOMAS PRESIDENT 
John J. Thomas, organizer of the 
Lloyd-Thomas Co., appraisers, Chicago, 
has been elected president of that com- 
pany, Clifford B. Ross, who was presi- 
dent, died recently. Mr. Thomas is a 
graduate of the University of Nebraska 


in mechanical engineering, and had a 
jong experience with the Great Ameri- 
can, 


» 





EDSON’S NEW FIRM 
A reorganization has been effected. of 
Wagner, Taylor & Edson Co., Philadel- 


phia and New York. Mr, Edson has re- 
tired and has formed the Edson Com- 
pany, 


Asked Public To 


Guess Loss Payments 
WOLFER-NEWBERRY CONTEST 


Expiration Dates of Existing Policies 
Were Furnished to Agency By 


Contestants 
The Wolfer-Newberry Insurance 
Agency, Hartford representatives in 


Jamestown, N. D,, got some very good 
publicity out of a guessing contest offer- 
ing three prizes of $25, $15 and $10 to 
the person who guessed the exact sum 
paid out in losses by the agency in 1921. 
In answering contestants told when 
their policies expired, 

There have been various guessing 
contests in the past, but the Wolfer- 
Newberry contest is one of the best be- 
cause it tied up a good insurance point 
with public interest. 

“The Hartford Agent” points out that 
the average property owner sees only 
money going into an insurance office. If 
there were a better understanding of 
the thousands of dollars that are actu- 
ally paid out, there would be a more 
ready acceptance of the insurance idea, 
and it would be far easier to sell a more 
complete coverage. 

“The Hartford Agent” says the con- 


test gave the people of Jamestown 
something to think about. “The Hart- 
ford Agent” also says that a contest 


founded on such stunts as guessing the 
number of buck shot in a barrel or the 
number of dots in a circle or any other 
meaningless idea is of questionable 
value, and tends to surround the agency 
with a side show, shell-and-pea game 
sort of atmosphere. 
The Plan and Its Result 

In an interview in “The Hartford 
Agent,” Mr. Newberry, of this agency, 
says: 

“We advertised the contest for two 
weeks in our daily newspaper and week- 
ly newspapers. Besides this, we had 
1,000 additional copies of our: advertise- 
ment made for office distribution. Per- 
haps we had anticipated too strongly 
being flooded with a multitude of guess- 
es, but the wind-up of the contest was 
very satisfactory. 

“We would roughly estimate that 
there were 500 contestants, and from 
the blanks submitted we received con- 
siderable information as to expiration 
dates. We have filed cards showing all 
expiration dates as sent in, and where 
we received answers of the nature that 
there was property but no insurance, 
we immediately got busy, The expira- 
tion dates received were in 99 cases out 
of 100 outside of this agency and con- 
stituted preferred business—dwellings, 
furniture and farms. 

“Guesses came in from all over the 
county, and in some cases were accom- 
panied by letters asking for insurance 
rates. 

“Our actual loss record was $51,270.66, 
and a guess of $51,000 won first prize; 
$52,500 took second prize, and two 
$50,000 guesses tied for third, for which 
we sent each contestant $10. 

“The whole contest will possibly cost 
around $150, but we feel well repaid and 
are confident that not only have we 
been well advertised over the county, 
but further that we will undoubtedly 
be able to write a good bit of new busi- 
ness through the medium of the expira- 
tion dates.” 





FOUR NEW MEMBERS 


The National Board gained four mem- 
bers and lost four members during the 
year. Those elegted are the Anchor, 
of New York; Fuso Marine & Fire, 
Tokio; Great Lakes, Chicago; and 
Hampton Roads, Richmond. The Ari- 
zona, Jakor and Norske Llovd re- 
signed, and the Western of Pittsburgh 
was merged with the Superior Fire. 

The necrology record of the year was 
long, including Cornelius Du Bois, Mau- 
rice Connolly, Gustav Wollaeger, Jr., 
J. L. Whitlock, Char’es Lyman Case, 
Frederick W. Day, John L. Thompson, 
G. R. Crawford, Edward Meinel, George 
W. Law, George B, Edwards, 





FRANK B. MARTIN, Asst. Manager. 
Assets, $2,743,342.03 











LA. & MISSISSIPPI... ‘James 


THE YORKSHIRE 


FIRE, LIGHTNING, SPRINKLER LEAKAGE, AUTOMOBILE, RIOT 


AND EXPLOSION INSURANCE 
U. S. BRANCH, 80 Maiden Lane, New York 
FRANK & DUBOIS, United States Managers.ERNEST B. BOYD, Underwriting Mgr. 


Liabilities, $1,644,822.39 Surplus, $1,098,519.64 
DEPARTMENT MANAGERS: 
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WALLACE KELLY, Branch Secretary. 
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Jersey School Boards 
To Watch Fire Hazards 


TO GET 





DEPARTMENT REPORTS 





Questionnaire Prepared By New Jer- 
sey State Fire Chiefs’ Association; 
Its Hackensack Meeting 


The New Jersey State Fire Chiefs’ 
Association,’ which has about three hun- 
dred chiefs in that state, at its last 
meeting in Hackensack, received a re- 
port of the standardization committee 
which’ showed that practically all of the 
towns in Bergen, Warren and Sussex 
counties had now completed’ the 
standardization of bose couplings and 
hydrants, and that work will next be 
taken up in Morris County. 

The association received a report of 
membership committee showing that it 
has already raised $1,000 on its endow- 
ment fund. This is a fund the earnings 
of which will be devoted to promotion 
of fire prevention and fire protection 
work in New Jersey, and to place the 
chiefs’ association in the position to 
direct all fire prevention activities 
through existing state organizations. 
The aim of the association is to make 
this endowment fund $50,000. The com- 
mittee on fire prevention suggested a 
comprehensive program for pushing this 
doctrine among schools, civic organiza- 
tions, churches and commercial bodies, 
which suggestion was adopted, 

The school committee, which is co- 
operating with the State Board of Edu- 
cation, submitted a questionnaire, which 
was approved by the association, three 
copies of which for each school are to 
be sent to every fire chief in the state. 
This questionnaire reports on fire and 
life hazards of public schools. In other 
words, there will be a triplicate report 
filed by fire chiefs on every school in 
the state. The State Board of Educa- 
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SOUND, SOLID AND SUCCESSFUL 


NEW HAMPSHIRE 
FIRE 
INSURANCE Co. 


(\MANCHESTER, N. H./ 





J FIFTY-SECOND | 
PROGRESSIVE ANNUAL STATEMENT 
January |, 1922 


CASH CAPITAL $ 2,000,000.00 
ASSETS 10,944,349.77 
LIABILITIES.Except Capital 5.909,144.09 
SURPLUS TO POLICYHOLDERS 5.039.205.68 











tion will take up these recommenda- 
tions and insist upon improvements. 

Dr. Harry Archer, of the Aetna Life, 
who is an honorary deputy chief of the 
New York Fire Department, gave a talk 
and demonstration on resuscitation and 
first aid treatment in cases of injuries in 
fires. He brought over from New York 
an automobile load of equipment of vari- 
ous kinds. 

Charles H. Fischer, of Louis N. James 
& Company, New York, who is chairman 
of the legislative committee, told of the 
committee’s efforts at Trenton to put 
on the statute books a bill regulating 
smoking in factories. The association 
is to exact a pledge from candidates for 
both Houses to support this measure. 
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Commerce Chamber 
Views on Hague Rules 


ENDORSEMENT IS QUALIFIED 





Step in Right Direction But Congres- 
sional Interpretation and Protec- 
tion of Interests Necessary 





The Insurance Department of the 
Chamber of Commerce of the United 
States has prepared a statement of the 
chamber’s attitude on The Hague Rules 
which were endorsed with qualifications 
at the annual meeting in Washington. 
The chamber endorses the Rules as 
representing a step in the right direc- 
tion in the clarification and uniformity 
of ocean, bills of lading, but asks Con- 
gress to pass such legislation as will 
interpret the Rules and protect national 
interests as being separate and distinct 
from international uniformity. As the 
Chamber of Commerce of the United 
States is a federation of fourteen hun- 
dred trade organizations, with an under- 
lying membership of over 700,000 cor- 
porations, firms and individuals, its sup- 
port assures the advocates of The 
Hague Rules that the most desirable 
features, which do not injure American 
interests in any form, will be incor- 
porated in export bills of lading within 
a reasonable length of time. 

Following is the statement of the 
chamber tracing from the beginning the 
action of the committees and the con- 
vention on The Hague Rules: 


On February 9, 1922, the board of 
directors of the Chamber of Commerce 
of the United States, after considering 
a request relative to the endorsement 
of The Hague Rules, forwarded this re- 
quest to the Merchant Marine Commit- 
tee to examine and report upon, This 
committee considered The Hague Rules 
and approved them. This report was 
made to the board of directors at a sub- 
sequent meeting and forwarded by the 
board to the Resolutions Committee of 
the annual meeting to decide whether 
or not the rules should be submitted to 
the membership at the tenth annual 
meeting for approval. 

In order to understand the importance 
of an endorsement from the Chamber 
of Commerce of the United States, it 
may be well to consider the following: 

“The policy of the National Chamber 
on a national matter is determined 
either by a resolution or referenda. The 
latter consists of a detailed report on 
any given subject. This contains the 
arguments for and against and is sub- 
mitted to the chamber’s organization 
members to learn of their approval or 
disapproval. The results of the refer- 
enda are binding upon the National 
Chamber. Regardless of the opinion of 
individuals, once the membership ex- 
presses itself through either of these 
two ways, the National Chamber takes 
every step to see that the membership’s 
wishes are carried out.” 

The Marine Office of America made 
a protest to the Insurance Department 
against a blanket approval and endorse- 
ment of The Hague Rules by the Cham. 
ber of Commerce of the United States. 
Benjamin Rush, president of the Insur- 
ance Company of North America and 
of the Alliance Insurance Company, 
joined in this. 

Heard Arguments for and Against 

The Insurance Advisory Committee 
at its next meeting listened to a promi- 
nent foreign marine underwriter and 
also to an American authority on just 
what The Hague Rules were, their 
strong and weak points, and their effect 
upon American marine underwriters. 
At the end of a session which lasted the 
greater part of the day, it drew up a 
resolution to the board of directors. 
The board unanimously voted to give 
the Resolutions Committee the oppor- 
tunity to take into account the negative 


material which had so impressed the 
Insurance Advisory Committee, 


While the Insurance Advisory Com- 
mittee’s unanimous resolution was be- 
ing presented, the insurance sessions 
of the annual meeting were listening to 
addresses on marine insurance and later 
passed unanimously a resolution in sub- 
stance supporting the stand of the In- 
surance Advisory Committee relative to 
The Hague Rules. 


The Resolutions Committee consisted 
of prominent business men from vari- 
ous sections of the’country. After it 
heard the leading proponent of The 
Hague Rules in this country, it listened 
to several representatives present the 
case against the Rules. The secretary 
of the Insurance Advisory Committee 
was then called upon to present its case. 
Later in the day James §S. Kemper, 
chairman of the Insurance Advisory 
Committee, and H. A. Smith, vice-chair- 
man, had opportunities to present their 
views to members of the Resolutions 
Committee. They pointed out that the 
Insurance Advisory Committee did not 
oppose a resolution approving the prin- 
ciples of The Hague Rules as represent- 
ing a step in advance, provided such 
approval was subject to legislation 
clarifying and interpreting such Rules, 
and they further stated that provision 
should be made for full consideration 
and protection of our national interests 
as being separate and distinct from in- 
ternational uniformity. 

Wording of Resolution 

The Resolutions Committee, after a 
great deal of discussion, finally reported 
out the following resolution relative to 
The Hague Rules: 

“The chamber endorses these rules 
as representing a step in advance, and 
asks Congress to provide enabling legis- 
lation for The Hague Rules with such 


interpretations as may be deemed neces- 
sary.” 


This resolution was adopted by an 
overwhelming vote at the annual meet- 
ing. It, therefore, becomes one of the 
policies which will govern the National 
Chamber in the future. It will receive 
the same energetic support and steps 
which tend toward its enactment as all 
other wishes of the National Chamber’s 
membership expressed through resolu- 
tions or referenda. 


The resolution as adopted drives 
home most forcibly the interest Ameri- 
can underwriters are taking in their 
policyholders’ welfare. It grants, in sub- 
stance, everything the underwriters con- 
tended for in that it is not a blanket 
endorsement of The Hague Rules, but a 
recognition of them as a step in ad- 
vance, providing for Congressional legis- 
lation and asking Congress to assume 
the responsibility of clarification and 
interpretation as well as the protection 
of our national interest. 


This resolution has given the under- 


“Endicott” Decision 
Reversed By Court 


NEW TRIAL WILL BE HELD 








Lower Court Erred in Denying De- 
fendants Answer; Evidence Suffi- 
cient to Warrant Re-trial 





The Greater British Insurance Cor- 
poration, Ltd., England, represented in 
this country by the legal firm of Barry, 
Wainwright, Thacher & Symmers, has 
won a victory in the case brought 
against it by the Peninsular Transpor- 
tation Company for contesting liability 
on the loss of the schooner Charles G. 
Endicott, The transportation company 
won a judgment last November for 
$5,000 and costs in the Special Term of 
the Supreme Court after the court had 
struck out the defendant’s answer and 
given a summary judgment, without 
trial or consideration of the evidence 
for the plaintiffs. 


Appeal was taken to the Appellate 
Division of the Supreme Court and in 
an opinion concurred in by the entire 
court the orders appealed from are re- 
versed, the plaintiff's motion to strike 
out the answer of the defendant and for 
judgment is denied, the insurance com- 
pany’s motion to vacate the judgment 
and for leave to file an amended answer 
is granted, and the judgment reversed 
with costs. The case now reverts to the 
lower court for retrial. The reversal 
was based both on evidence and the ex- 
traordinary procedure of the court. 

Following are interesting excerpts 
from the opinion written by Frank C. 
Loughlin on the case which has attract- 
ed special interest because after several 
American underwriters had paid their 
proportions of the loss the British com- 
panies contested liability, denying de- 
struction by mines and alleging criminal 
collusion on the part of the owners in 
the destruction of the schooner off the 
coast of Cuba in February of last year: 

“The affidavit of the president of 
Frank B. Hall & Company, which as 
broker placed the insurance, shows that 
the insurance on the schooner was 
$176,000 and that it was payable to the 
plaintiff, and that his company investi- 
gated the loss and became satisfied that 
it was caused by a mine, and prepared 
papers for the payment of the loss, and 
the American underwriters paid their 
share, amounting to $25,000. The affi- 
davits of the president of the plaintiff 
charged that the answer was interposed 
for delay, and that there was no defense 
to the action. 


Stand Made By Defendant 
“An affidavit made by one of the at- 
torneys for the defendant was read in 
opposition to the motion, to the effect 


watchful of their policyholders’ inter- 
ests and the conclusion of the Resolu- 
tions Committee is indicative of the im- 
portance placed by business men upon 
underwriters guarding their policyhold- 


writers an excellent opportunity to beers’ needs. 
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that the policy on which the action was 
predicated was in London, and that he 
was informed by a cablegram from the 
defendant in London that the policy 
issued by it was only on anticipated 
profits and was limited to $5,000; that 
the defendant’s attorneys had been ad- 
vised by the United States District At- 
torney at Norfolk, Va., that an investiga- 
tion by the Federal authorities of the 
circumstances attending the loss of this 
schooner had led to the issuance of war- 
rants against the president of the plain- 
tiff and the engineer of the schooner; 
and that he had requested the attorneys 
for the defendant not to disclose for the 
present any evidence they might have 
with respect thereto lest such disclosure 


might prejudice the criminal prosecu- . 


tions instituted by the Federal authori- 
ties then pending, and that in his opin- 
ion the interests of justice required that 
defendant should not at that time dis- 
close its evidence. 


“There was also read in opposition to 
the motion at affidavit by an attorney 
for the American underwriters, to the 
effect that they were considering the 
advisability of bringing an action to re- 
cover back the insurance paid by them 
on the schooner. 

“Another affidavit in support of the 
motion was made by a marine surveyor 
and appraiser, who surveyed this 
schooner while she was in dock in New 
York on December 1, 1920, to the effect 
that the market value at that time was 
not over $35,000. A further affidavit in 
opposition to the motion was made by 
one of the attorneys for the defendant, 
to the effect that, on inquiry among 
marine insurance men, he was informed 
that, although liberal valuations were 
allowed in valued policies on ships, 
sometimes to the extent of 15 to 35% 
above the value of the ship, neverthe- 
less, the actual value remained the guid- 
ing principle of all marine underwriting, 
and that the affiant in his experience as 
a marine insurance lawyer had never 
heard of an instance in which the dis- 
crepancy between the actual value of 
the ship and its insured value was so 
great or anything like so great as in the 
present case. 


Court Not Authorized to Omit Answer 


“It is quite obvious that the court was 
not authorized to strike out the answer, 
There were issues, duly joined, with re- 
spect to the subject and amount of the 
insurance, and the course and extent of 
the loss. Such issues cannot be deter- 
mined summarily on conflicting affi- 
davits unless the parties waive their 
right to have them determined on com- 
mon law evidence on the trial. The 
complaint was on a policy of insurance 
to the owner of the hull. The judgment 
entered was for less than one-fifth of 
the amount demanded, and not for the 
loss of the hull but for loss of antici- 
pated profits of the voyage consisting 
of freight charges, which it now ap- 
pears had been received by plaintiff in 
advance, with no recourse against it 
therefor predicated on the loss of the 
cargo at sea, 


“The fact that the insurance was for 
a loss that could not be sustained, and 
that there was insurance on the hull 
and for more than five times the value 
thereof, and the other facts and circum- 
stances rendered it quite improper for 
the court to pass upon the merits of 
the defense on affidavits, and plainly 
entitled the defendant to try the issue 
with respect to the subject of the insur- 
ance, amount of loss, if any, sustained 
by the plaintiff, and whether it resulted 
from a cause covered by the policy.” 


CARRIED OWN INSURANCE 
In connection with the total loss by 
collision of the British steamer Egypt 
of the Peninsular and Oriental Line, 
with accompanying heavy loss of life, 
off the island of Ushant last week, it 
is reported that the steamship company 
carried hull insurance only while within 
one hundred miles either of the Thames 
or from Bombay. For the remainder of 
the trip the company carried its own 
insurance. This practice at least was 
followed formerly, although a different 

arrangement may now be effective, 
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Western Agents 
Backing Auto Rules 


MORE FAVOR UNDER-INSURANCE 





T. A. Kruse, Appleton & Cox, Finds 
Encouraging Change of Attitude 
Among Enlightened Agents 


T. A. Kruse, of Appleton & Cox, who 
has returned from a swing around the 
country visiting the automobile agents 
of United States Lloyds and other com- 
panies in the agency, is deéply im- 
pressed with the changed attitude ex- 
pressed by the majority of field men, 
Mr. Kruse traveled clear to the Pacific 
Coast on his tour. In the middle-western 
territory, especially where strong oppo- 
sition has existed to the restricted un- 
derwriting propositions enacted by in- 
surance companies, he found many 
agents, local and general, willing to 
sacrifice a certain amount of premium 
income in order to bring improvement 
to the business, 

One general agent in the Western 
Conference territory, who had clung 
tenaciously to the principle that agents 
should grant as much insurance to ap- 
plicants as the value of the property 
warranted, last week mailed a circular 
letter to the field men in his territory 
explaining and heartily endorsing the 
need for under-insuring automobiles for 
fire and theft risks if the moral hazard 
element in automobile underwriting is 
to be rendered harmless. Agents realize 
more thoroughly that they cannot con- 
tinue writing for’ volume under condi- 
tions producing heavy losses and hope 
to retain their agency connections. In- 
surance must be stabilized before the 
local agency system can be put upon 
a sound basis. 

Curtailing insurance upon automo- 
biles implies not only a denial to the 
public of their full desires, but also a 
financial sacrifice upon the agents’ part. 
Naturally the agents have opposed re- 
strictions by the companies, maintain- 
ing for a long while the existence of 
other means for accomplishing the same 
end—the reduction of losses. Now it is 
clearly apparent that compulsory co- 
insurance clauses will be incorporated 
in automobile policies unless the moral 
hazard losses decrease greatly. The lib- 
eral attitude displayed by agents with 
sufficient foresight to realize that under- 
insurance now means better profits for 
all concerned in the end is most en- 
couraging to company officials, who for 
months were trying to justify in the 
eyes of agents checks upon underwrit- 
ing freedom, 





EVANS FAVORS AUTO BILL 
“America Fore’ Chairman Believes 
National Registration of Cars Will 
Help Prevent Thefts 

Henry Evans, chairman of the board 
of the “America Fore” companies, has 
expressed his support of the bill now 
before Congress providing for national 
taxation and registration of motor vehi- 
cles. In a letter to Secretary Thomp- 
son of the Automobile Club of America, 
Mr. Evans wrote: 

“IT believe that the passage of this bill 
would be a decided step forward in the 
prevention of automobile thefts, and 
hence of material benefit to those insur- 
ance companies which insure against 
* loss by such thefts. It would, of course, 
be of even greater benefit to the pur- 
chaser of an automobile in providing a 
method by which he will be assured 
that he is not buying stolen property. 
Under the plan as set out in the bill he 
will be able to trace the chain of title 
to the manufacturer, just as in real 
estate the title may be traced to the 
original grant by the sovereign or state. 

“The mechanical operation of the 
plan will entail an enormous amount of 
work, but if a proper organization in the 
offices of the District Court clerks can 
be formed I think that in a short time 
both the insurance companies and the 
public will begin to reap the benefits 
of such a law.” 


S. ALLEN ENDORSES RULES 





Prominent Englishman Cables to U. S. 
His Reasons Why Underwriters 
Should Work for Adoption 





Sandeman Allen, formerly with the 
Union Marine and Phoenix in Liver- 
pool and now chairman of the Chamber 
of Commerce of Liverpool, has cab!ed 
to this country his endorsement of The 
Hague Rules. Mr. Allen is one of the 
most learned and experienced marine 
men in England and his judgment car- 
ries considerable weight. In his cable- 
gram Mr. Allen said: 

“The Hague Rules give underwriters 
the advantage of uniformity and also 
all the benefits of the Harter Act. They 
also render present evasion impossible 
by fixing the limit for claims at one 
hundred pounds a package, al’owing 
one year for making claim and shifting 
the onus of proof onto the carrier for 
pilferage and similar losses. 

“Those trades which have better con- 
ditions need not use them but it is 
important to remember that the rules 
do not exclude additional liability under 
bill of lading, but simply fix uniform 
minimum liability. The Ru'es have 
been approved and advocated by all 
British underwriters’ associations as 
clearly defining risks and are unques- 
tionably to the underwriters’ advan- 
tage.” 





lision by the H. F. Alexander; 
C. R. Page on Board 

The ill-fated Italian steamer Andree, 
which caught fire here while loading 
sugar recently, with resultant heavy 
damage to the cargo, met with another 
mishap early last week while en route 
from New York to southern ports to 
take on additional cargo. The steamer 
sank in shallow water following a col- 
lision with the H. F. Alexander, If the 
cargo is not a complete total loss the 
particular average damage will run into 
a high percentage. Many marine under- 
writers in the local market are on the 
cargo risks. They were bemoaning the 
string of sugar fires within recent weeks 
and speculating on the causes when the 
Andree added one more bit of anguish 
to the unending trouble by crossing the 
bow of the H. F. Alexander at an in- 
opportune time. 

The H, F. Alexander also seems to 
travel under the shadow of a “hoodoo.” 
A Shipping Board vessel of over 4,000 
tons, she changed her name once to the 
Great Northern, met with some mishaps 
and recently was rechristened the H. F. 
Alexander in honor of Mr. Alexander, 
and transferred to the Admiral Line. 
While proceeding from Chester, Pa., to 
New York upon a trial trip she struck 
the Andree amidships in a fog. The 
H. F. Alexander was damaged, but re- 
turned to Chester. Charles R. Page, 
Atlantic marine manager of the Fire- 
man’s Fund, and a close personal friend 
of Mr. Alexander, was one of the special 
group of passengers on board the Ship- 
ping Board vessel when the accident 
occurred, 





SHORT POLICY REVISED 

Next week probably the American In- 
stitute of Marine Underwriters will re. 
assemble to give further consideration 
to the short form of marine insurance 
policy prepared by the committee head- 
ed by H. T. Chester, of Platt, Fuller & 
Co., as chairman. Suggestions for alter- 
ations were received from brokers and 
reviewed with the result that recom- 
mendations for changes were sanctioned 
and the policy reprinted this week with 
the modifications incorporated. It is 
possible that the policy as now worded 
will fail to meet the unqualified ap- 
proval of the Institute, but approval is 
desired heartily, and if forthcoming will 
witness the accomplishment of a step 
toward policy uniformity long sought 
for by banking and shipping interests. 
The new policy is intended also for use 
in insuring shipments to Great Britain, 
where courts have ruled that consignees 
may demand the inclusion of actual poli- 
cies among the C, I. F. papers, 
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CASUALTY AND SURETY NEWS 





May Make Broader 
Canadian Contracts 


TEXT OF THIS 


Removes Restrictions for Companies 
Doing Life As Well As 


Other Classes 





AMENDMENT 





Among the proposed amendments to 
the Dominion Insurance Act considered 
and passed by the Banking and Com- 
merce Committee of the House last week 
was the important one which removes 
the restriction as regards companies 
transacting life insurance in addition to 
other classes. No serious objections 
have been raised to this change. The 
section of the Amendment Bill dealing 
with it and with the conditions for writ- 
ing disability, accident and sickness in 
combination with life insurance policies 
reads as follows: 


3. Section eight of the said Act is repealed 
and the following is substituted therefor:— 
“8. (1) The license may authorize the trans- 
action of such class or classes of insurance, 
whether mentioned in this Act or not. as the 
Minister may deem proper; Provided. how- 
ever, that subject to the renewal of license 
granted before the passing of this Act, no 
company shall receive a license for life in- 
surance in combination with any other class 
of insurance unless it maintains in respect of 
its business of life insurance separate and 
distinct funds and securities in the case of a 
Canadian company, and separate and distinct 
assets in Canada in the case of a British or 
foreign company, available only for the pro- 
tection of the holders of its policies of life 
insurance and not liable for the payment of 
claims arising from the other class of busi- 
ness which the company transacts. 

“(2) Any Canadian life insurance company, 
and any other life insurance company licensed 
under this Act whose charter authorizes it, 
may, under the authority of its license to 
transact life insurance, issue life policies, in- 
cluding in the same policy insurance against 
disability caused by accident or _ sickness, 
but the amount of such disability insurance 
shall not exceed a weekly benefit of one- 
half of one per cent of the sum assured, nor 
shall it exceed in the aggregate one- -half the 
sum assured, but in the case of total and _ per- 
manent disability the company may, without 
further pay:nent of premiums, pay a total and 
permanent disability benefit not exceeding 
the sum assured under the said policy. 

“(3) Any such company may also under the 
said authority provide in its policies for the 
payment, in the event of the death of the in- 
sured from accident, of a death benefit of 
double the amount payable in the event of 
death from other causes; but this subsection 
shall not operate to increase the amount of 
disability benefit which may be paid under 
the provisions of subsection two hereof.” 





GALBO LEAVES EMPLOYERS’ 





Adjuster Organizes Casualty Adjust- 
ment Bureau, 90 William Street; 
Twenty Years in Business 





Thomas Galbo, for twelve years con- 
nected with the Employers’ Liability in 
the capacity of investigator and adjus- 
ter, has resigned to go into the casualty 
adjustment business for himself. He 
has occupied the position of supervisor, 
reviewing investigations and adjust- 
ments of a large number of men, and 
for the last year and a half was in 
charge of the Maritime Department and 
supervised all adjustments and investi- 
gations and preparations for trial. He 
is well qualified. His organization will 
be known as the “Casualty Adjustment 
Bureau,” with offices at 90 William 
Street. 

He will operate in New York, New 
Jersey and Connecticut, but has facili- 
ties to handle cases in any part of the 
United States. His office will handle 
investigations and adjustments on lia. 
bility; compensation, automobile, fire 
and theft; collision, property damage, 
burglary, admiralty and subrogations. 

Mr. Galbo has been in the insurance 
business for twenty years. 


Close More Than Half 
On First Interview 


METROPOLITAN 





LIFE’S DATA 





Agents Show That Public is Willing 
to Buy Accident Insurance if 
Approached 





The agents of the Metropolitan Life 
have taken to accident insurance as a 
duck does to water. An analysis of the 
agent’s experience in selling this new 
form shows that 57% of all applications 
received were reported closed on the 
first interview as compared with 27% 
closed on the second interview. In 
other words, about all that is needed to 
sell accident insurance is for the agent 
to discuss it in less than half the first 
interviews. 

For the first quarter of 1922 the 
Middle Atlantic territory has been lead- 
ing, with the Empire State second, and 
the South third. Among the ten leading 
districts are four from Philadelphia. 

Field Supervisor J. D. Levette is visit- 
ing the various districts instructing 
agents as rapidly as possible. The com- 
pany is issuing every week the “Acci- 
dent and Health Monitor,” a one-page 
bulletin. Manager La Mont has made 
various trips throughout the field, where 
the impression he has made is good, 





BIG SUBWAY BOND 





Maryland Surety for Construction of 
$4,000,000 Job; Other Vehicular 
Tunnel Jobs 





The Maryland Casualty Company has 
written the bonds for the construction 
of the new subway in New York City 
running from the Grand Central Station 
to the Pennsylvania Station. This is 
a $4,000,000 job. 

The company is also one of the sure- 
ties on the bonds for the construction 
of the new vehicular tunnel under the 
North River, extending from Canal 
street, Manhattan, to Exchange place, 
Jersey City. The contract for the New 
York and New Jersey vehicular tunnel 
was let to Booth & Flinn, Inc., for $19,- 
331,723, the largest sum ever paid for a 
single engineering contract. The total 
cost of the tunnel will exceed $28,- 
000,000. 

The total length of the tunnel will be 
9,250 feet, of which 5,480 feet will be 
under the river. The time allowance 
for the completion of the contract is 
thirty-six months, 





FOXWELL GIVEN A DINNER 

Vernon L. Foxwell was tendered a 
farewell dinner by the Maury & Don- 
nelly-Williams Co. at the Hotel Rennert, 
Baltimore, on Thursday evening. He 
has been manager of the casualty and 
bonding department of their insurance 
office for the past eight years, Mr. 
Foxwell is accepting a position along 
similar lines, but with a larger field in 
Cleveland, and his many friends gath- 
ered to wish him success in his new 
place, 
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Ninety Per Cent of All His Bond 
Business Comes Directly or Indi- 
rectly Through His Attorneys 





James A. Guinotte, resident vice- 
president of the Fidelity & Deposit in 
Kansas City, won first prize in the judi- 
cial business contest of that company, 
and Francis X. Connolly, of Philadel- 
phia, won second prize. The paper of 
the first prize winner follows: 


Cultivate the acquaintance of all local 
attorneys. A little time spent with the 
younger attorneys and those just locat- 
ing in your city or town will eventually 
bring business to your office, The fol- 
lowing is worth noting: I find that 
about 60% of all business that I pro- 
duce is of a judicial nature, but [ also 
find that about 90% of all business that 
I secure, made up of bonds of every 
kind, comes directly or _ indirectly 
through attorneys. 


Business may be secured from many 
of the attorneys in the following man- 
ner: By having in the office forms for 
bonds of every nature. Often an attor- 
ney will have the placing of a bond, but 
on account of the pressure of other 
business or for many other reasons he 
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will not want to be bothered with draw- 
ing up the bond. With the necessary 
information as to the bond required, 
this office is always prepared to draw 
up the proper bond form. This often 
saves the attorney much time and on 
account of this real service, which no 
other agency in Kansas City is pre- 
pared to give, this office secures much 
new business. Our local attorneys 
know of this service and in a great 
number of cases where the matter must 
be handled promptly or in a rush this 
office secures the business. 

Whenever a form of bond of an un- 
usual nature comes to the notice of this 
office, the form of same is secured, in- 
dexed in our own form file and added to 
the file so that the form will be on hand 
for such future bonds of like. nature 
that we may have the opportunity to 
write. Where the attorney requests you 
to prepare the bond, it is always a good 
idea to prepare an extra copy of same 
for his files, I do not say that an 
agency in a smaller town could afford to 
give this service, but an agent in a 
smaller town can certainly profit by 
keeping up his acquaintance with all 
local attorneys and court officials. 
Keep in Touch With Local Attorneys 

An occasional letter to all local attor- 
neys reminding them of your service on 
bonds of all nature will always bring 
some business to the agent. 

On securing additional fiduciary busi- 
ness which is especially profitable to 
the company, I find the following an 
aid: 

To inform the attorneys that if they 
will notify you when they file their final 
settlement and secure their clients’ dis- 
charge, that you will check the records, 
securing the proper evidence for the 
termination of the bond, thereby saving 
them the cost and trouble of securing 
a certified copy of the discharge for the 
surety company. This service is appre- 
ciated and often brings you their next 
bond without solicitation. 

I often find that while I am at the 
court house checking the records for 
this information, that I meet many 
attorneys and that I often execute one 
or more bonds while there. As a matter 
of fact, I sometimes execute three and 
four bonds while there. In doing this 
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I save the attorney and his client an 
extra trip to court. 

Arrangements can always be made 
with a friendly clerk of one of the 
courts to keep a few of the various bond 
applications in an unused desk drawer, 
and it is but little trouble to take along 
a pocket seal on your trips to the court 


house, This plan, of course, would 
apply to branch offices and general 
agencies, although an agent of the 


smaller towns with no power-of-attorney 
or with a very limited one could suc- 
cessfully follow this plan, securing 
authorization for execution of the bond 
from his general agent or branch office 
manager over the long distance tele- 
phone. 
Joint Control 

Objection to joint control is rapidly 
growing less, I have exercised joint 
control for the company in many cases 
where our principal or principals were 
personally worth a great deal of money. 
In some cases being in what you would 
call the millionaire class. Many of 
those for whom [| have made bonds and 
who at first objected to joint control 
are now strong advocates of it. Joint 
control proves especially satisfactory 
to the principal where there are dis- 
gruntled heirs or bitterly contested 
claims. Joint control accounts can very 
often be handled through any bank the 
agent desires to favor. Where money 
is already on deposit in a local bank 
and the standing of the bank is good, I 
always leave the money in that bank. 
The officers of the bank appreciate this 
and I often find that when a bank has 
been so favored a few times, that its 
officers will be much interested in send- 
ing business to you. When the money, 
or a considerable part of it, is not on 
deposit, but is to be received from life 
insurance or some other source, I al- 
ways endeavor to place the account 
with a good bank that has been sending 
me business, or with a bank which I 
believe will be interested in sending me 
business. 

I have found a quick index, double 
entry ledger of medium size, to be the 


most satisfactory manner of keeping a 
record of joint control accounts, one 
column being used to record all receipts 
or deposits, and the second column to 
enter all checks, and the date and pur- 
pose for which they were issued. The 
top of the ledger sheet should show the 
name of the principal, the capacity in 
which he is acting, his address, the 
name and address of his attorney or 
attorneys, the name of the bank in 
which thé account is carried, and also, 
if there is a joint control box, the name 
of the company where the box is kept, 
the number of the box and the notation 
showing whether the key to the box is 
kept in«the office or is held by the prin- 
cipal, There should also be noted on 
this sheet those who are authorized to 
countersign checks for this company, a8 
it often develops that on account of 
some existing condition in some of 
these cases it is best to have one spe- 
cial person in the company office author- 
ized to countersign the checks on that 
account, - 

Upon the death of any of our wealth- 
ier men, I have known in practically 
every case what lawyer or lawyers 
would represent the estate and on 
account of this knowledge I have often 
secured the application for the bond 
and furnished same before any of the 
agents representing other companies 
have known the bond would be required. 
This knowledge [I have been able to 
secure in this way: If Mr. Blank, a 
wealthy merchant or business man, hap- 
pens to mention that so-and-so is his 
attorney, I would make a note of it, or 
if the newspapers should report that 
such a law firm was handling some liti- 
gation for some well-to-do man, part- 
nership or firm, I also make a note of 
that. I have found that the lawyer or 
law firm handling the legal business 
during the lifetime often also represents 
the estate.. 


Read the Papers 
Agents should read the local news- 


papers carefully, as much information 
is to be found and very often you will 
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find that the newspaper, in its notices 
of ‘funeral arrangements of the de- 
ceased, will list the pall-bearers. Often 
the list will give the name of a person 
who is an attorney, and very often it 
will develop that he will be the attorney 
for the estate. Where more than one 
law firm has been handling the legal 
work prior to the death, you can gen- 
erally find out by talking to some one 
in the office of each lawyer or law firm 
just which lawyer or firm is to look 
after the administration. You are then 
in position to promptly solicit the busi- 
ness. I keep in the office a supply of 
all administration forms and many of 
the lawyers often cail on me for a form 
they are in need of, thereby saving 
themselves a special trip to the court- 
house, 

I believe all these items are worth 
while in developing business of this 
nature. I believe so because I have 
worked along these plans for a number 


-of years and I find the volume of the 


judicial business of the Kansas City 
office equals or exceeds the volume of 
business of a like nature written by 











agents or branch offices in cities much 
larger than Kansas City. 

The largest city of this state has 
nearly three times the number of people 
living in it than Kansas City, and its 
wealth is very probably six or seven 
times that of Kansas City, yet the vol- 
ume of judicial business developed by 
the Kansas City office is nearly double 
that produced by the branch maintained 
in this other city. The outside territory 
of this larger city branch is about the 
same size as the outside territory of the 
Kansas City branch office, but it is a 
much wealthier territory. 

The best suggestion that could be 
given all agents is to keep in touch with 
attorneys and courts so that the agent 
may know what is going on of interest 
to him, and in addition to read the local 
newspapers carefully, as they contain 
much information of use to the agent. 





In a headline on the big meeting of 
the Insurance Federation of Pennsyl- 
vania “The Insurance Register” says: 
“Monstrous Federation Meeting.” It 
wasn’t that bad, 
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F. W. LAWSON, General Manager 


The company of “super service” is not a name that has 
been “applied” to the London Guarantee & Accident. It 
is a name well earned in more than fifty years of close 
co-operation with its agents. 
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Promoted to Legal Department 

Leo T. Kissam, who has been asso- 
ciated with L. Etienne O’Brian in the 
surety trust and inspection department 
of the New York office of the Fidelity & 
Deposit for the last year and a half, 
was recently promoted to the legal de- 
partment, under the direction of Wal- 
lace P. Harvey. In his new association 
Mr. Kissam will undoubtedly acquire 
much knowledge which will be of great 
value to him when he starts out to prac- 
tice law after he graduates from Ford- 
ham University, 

* * ze 


Becomes New York Judicial Head 

The court department of the New 
York office of the f. & D., formerly in 
charge of James R. Kingsley, who re- 
tired on February 1, is now headed by 
James P. Farrell. Mr. Farrell was 
originally connected with the American 
Bonding Company and when they be- 
came merged with the F. & D. he was 
actively identified with underwriting, 
and trust and inspection work, His 
acquaintance with New York lawyers is 
extensive, 

* ¢ & 


New Partner in Atlanta 

Haas & Howell, Atlanta, have taken 
into partnership Fair Dodd, an able 
bond underwriter and a former general 
agent representing several companies. 
In 1917 he was made bond manager of 
Haas & Howell, which is one of the 
largest agencies outside of New York 
and Chicago. 

* * ” 


Writing Automobile Insurance Among 
the Farmers 

One morning the Philadelphia office 
found ten new automobile orders in the 
mail from Louis C. Joyce, Grenloch, 
New Jersey, says the Maryland Cas- 
ualty’s paper, “The Budget.” After re- 
covering his breath, John Donahue 
wrote a little personal note to this New 
Jersey agent, telling him that his great 
work had made the Philadelphia office 
re-Joyce. And the reply came back, 
“You ain’t seen nothin’ yet.” 

Because, of his activity and success in 
securing business, he is known in the 
Philadelphia office as “Louis the Great.” 
The agent from New Jersey gets his 
business by going after it. Grenloch is 
in the midst of a farming community 
and he covers the entire territory in a 
flivver. Combining a thorough under- 
standing from both the underwriting 
and adjusting standpoint and a quiet, 
effective manner as a talker, he has 
gained the confidence of the inhabitants 
around his section, and that is the rea- 
son that Louis C, Joyce is able to de- 
light the heart of John Donahue. 

* * * 


Excused to Play Golf 

James R. Garrett, of the National Cas- 
ualty, served on a jury in the County 
Court, Brooklyn, all this week. The 
judge excused him on Tuesday, how- 
ever, so that he could attend the annual 
golf tournament of the Casualty and 
Surety Club at Englewood, N. J. Mr. 
Garrett has been appointed chairman of 
the membership committee of the club. 

* s . 


Washington Service Bureau 

The Maryland Casualty describes its 
Washington Service Bureau as follows: 

“Notwithstanding the many concerns 
who seek construction or supply con- 
tracts from the U. 8S. Government, there 
are many more who have never bid on 
these contracts because of lack of 
knowledge of the necessary procedures 
and with the Federal technicalities. 

“To help its agents the Maryland 
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Casualty Company has opened a bureau 
in Washington known as the Washing- 
ton Service Bureau for the purpose, of 
furnishing prompt information concern- 
ing calls for contract proposals issued 
by the Federal Departments and Bu- 
reaus, sending advices as to the open- 
ings of bids and reporting awards of 
contracts. This bureau, upon request, 
renders assistance in the preparation of 
bid and other papers. This and any spe- 
cial information desired is sent to in- 
terested prospects and clients who re- 
quest to be placed upon our mailing list, 
giving their names and addresses, and 
indicating the exact classes of contracts 
in which they are interested. Reports 
are sent, also, to branch office managers 
and agents in the towns where Wdders 
and prospective bidders reside so that 
agents may solicit resulting business, 

“This service affords splendid oppor- 
tunity to the agent for developing all 
business in contract bonds running to 
the U. S. Government, The agent should 
canvass all desirable prospects and his 
clients who are interested in the ser- 
vice mentioned—who desire Govern- 
ment contracts—so as to give them an 
opportunity to take advantage of our 
Washington reports, which are furnish- 
ed without cost to our prospects, clients 
or agents. This service is an important 
talking point in securing applications 
for contract bonds running to the Fed- 
eral Government covering both con- 
struction and supply contracts.” 

s 6 8 


Live Wires Use Wireless 

Anent the radio craze, the Boston 
office of the Maryland Oasualty has 
been ‘hard hit. Robert A. Rutherford 
has installed a receiving set alongside 
his bed at home with a pad of Maryland 
binders and has given notice to the 
brokers that wherever they may be— 
party, ball, church, political rally, or 
what-not—and protection is needed, that 
he is ready to take their orders for busi- 
ness out of the air. 

The only drawback to the plan is the 
danger that Harry McManus or Gene 
Hord might “listen in’ when brokers 
are broadcasting, and ask the Boston- 
jans to countersign the policies for 
them. 





* * * 
Hartford Branch Moves 


The Hartford office of the Fidelity & 
Casualty has been moved to the Hart- 
ford-Connecticut Trust Company Build- 
ing in order to provide larger quarters 
for the business. The office has been 
located in the Connecticut Mutual Build- 
ing for the last eight years. Anson 8. 
Hopkins is the resident manager for 
Connecticut, Edward T. Burns, associate 
manager, and Harvey B. Brainard, spe- 
cial agent. Since the office was opened 
fifteen years ago, it has been neces- 
sary to move several] times to larger 
offices in order to take care of the busi- 
ness developed throughout the state. 





LIFE DISABILITY = 
RULED: TAXABLE 


(Continued on page 2) 


the nature of what is known as double 
indemnity insurance. There is no doubt 
that insurance of this nature has as- 
pects of both life and casualty insur- 
ance, It is payable only in the case of 
death, but it must be death resulting 
from the happening of an event which 
may or may not occur, In the policy 
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has been paid to Continental poli- 
cyholders or their beneficiaries as 
indemnities for loss of business 
time by accident, or for accidental 
loss of sight, limb or life, or for 
loss of business time by sickness. 


In every city of the Union and 
in Canada we are protecting many 
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man. 
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under consideration double the face 
amount of the policy is not paid except 
when death results from bodily injuries 
caused by external violent and acci- 
dental means. The company is not in- 
suring against death in any case, the 
uncertainty of its time being the ma- 
terial element, but is insuring against 
a special hazard which may or may not 
occur. Such insurance is essentially 
casualty insurance and not life .insur- 
ance in the ordinary meaning of that 
term and this feature of the policy is 
likewise taxable as casualty insurance 
under sub-division (c) of section 503, 
the amount of the tax being based on 
the premium charged and not on the 
amount for which the policy is written 

In so far as is material subdivisions 
(a) and (c) of section 504 of the Rev- 
enue Act of 1917 may be regarded as 
identical with the same subdivisions of 
section 503 of the Revenue Act of 1918, 
and policies of the general nature of the 
one here under consideration that were 
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THE NATIONAL 
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Eastern Dept. 
# Maiden Lane Pacific Bldg. 
New York San Francisco 
Northwestern Dept. 
Palace Bldg. 


Minneapolis, Minn. 

= =a 
issued while the 1917 act was in effect 
are taxable in the manner herein set 
forth. 

It is therefore held: 

A single policy of insurance contain- 
ing both life and casualty features is 
taxable on each feature; the nature of 
the insurance provided, and not the 
principal insurance in the contract, de- 
termines the amount and character of 
the tax. 

Double indemnity insurance and total 
and permanent disability insuranee are 
instirance against special hazards and 
are essentially casualty insurance and 
taxable as such under subdivision (c) 
of section 503 of the Revenue Act of 
1918 and subdivision (c) of section 504 
of the Revenue Act of 1917. The fact 
that these casualty features are carried 
in a policy which is primarily one of 
life insurance does not prevent them 
from being taxed as casualty insurance 
under the appropriate subdivisions of 
the act, 
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